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The cuantevse’s skill would be wasted in most 
American businesses. 

But there are other skills—less dramatic, per- 
haps, yet vitally important. 

For example, the skill of the well-trained 
Comptometer operator. 

Lightning-fast, the Comptometer boasts an 
amazing ease of operation. (After a few minutes of 
instruction, anybody can add, subtract, divide, mul- 
tiply with it.) However, to extract the money-saving 
speed and efficiency built into this machine, an 
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Could she 


help out in 


your office? 





experienced operator is needed. Her skill saves 
employers thousands of costly man-hours. 

There are 145 Comptometer owned and operated 
schools which train Comptometer operators. These 
skilled people, teaming with Comptometer Add- 
ing-Calculating Machines, perform figure-work 
magic in thousands of offices. It is a flexible team, 
too, adaptable to any work . . . and it’s speedy, 
accurate, economical. A call to your nearest Compt- 
ometer representative will bring details. 


Cc OMPTONMNMETER 
REG. U. S. PAT. OFF. 
ADDING-CALCULATING MACHINES 
Made only by Felt & Tarrant Manufacturing Co., Chicago, and sold exclu- 


sively by its Comptometer Division, 1722 N. Paulina Street, Chicago 22, IIl. 


e Thousands of firms are cutting costs with our Peg-Board Plan (used with 
the Comptometer) for many accounting tasks. This is a simple and speedy 
way to reduce office overhead. We'll be glad to tell you more about it. 
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ON FARMS—IN FORESTS—IN OIL FIELDS 
IN INDUSTRY AND ON THE HIGHWAYS! 












@ You get the good things first from 
Chrysler! Now gyrol Fluid Couplings are 
available on Chrysler Industrial Engines for 
industrial applications. Here’s the cushion 
of safety between power and load that is so 
greatly needed on tough jobs. This time- 


tested coupling prevents shock load, engine 
stalling, and eliminates declutching. It 


lengthens clutch life and makes for easier 


handling of equipment. Famous gyrol 
Fluid Coupling, complete with clutch, 
clutch housing and a 3 or 4-speed trans- 
mission is offered on Models 5, 6, 7, 8, 
and 12. See your Chrysler Industrial 


Engine dealer or write for information... 


INDUSTRIAL ENGINE DIVISION, CHRYSLER CORP. 
12200 E. JEFFERSON, DETROIT 31, MICHIGAN 


HRYSLER 


INDUSTRIAL ENGINES AND POWER UNITS 


gh: HORSEPOWER WITH A PEDIGREE 


Dun’s REVIEW 3 APRIL - 1949 





FACTORY-ENGINEERED 
AND TESTED PARTS WITH 
EXPERT MAINTENANCE 
WHEREVER YOU ARE 











and now... 






the mimeograph 
operator 
sits 
down 














Commercial Portfolio. 
Nearly 400 easily traced 
drawings for commercial 

firms. Add interest to bulletins, 
contest letters, house organs, 
training literature, and other 
material, Three sections: 

Sales Promotion and 
Advertising; General and 
Seasonal; Safety. 


She’s relaxed, free from fatigue, comfortably seated at 





the new A. B. Dick mimeograph—the table-top model 
435 with built-in electric motor. It is shown here on the 
A. B. Dick model 27 stand, which adds foot control to 
the operator’s ease. 





{COMMERCIAL 
PORTFOLIO} 














This comfort-engineering helps maintain a high level 
of production. In less than a minute you can have over 





Addressing Stencil Sheet. 
For fast addressing. 
Mimeograph 33 addresses 
onto page of gummed, 
perforated labels. Guide 
lines on stencil sheet position 
the addresses accurately. 
Economical, high-speed method 
of preparing addressed 
labels in advance. 


100 clear, black-on-white copies of written, typed and 
drawn material. Special accessories are available to 
speed and simplify systems work. 

Ask your nearby A. B. Dick representative for a dem- 
onstration. Look in the phone book or write for his 
name. A. B. Dick Company, 720 West Jackson Boule- 
vard, Chicago 6, Illinois. 





Mimeoscope* Model 5. 
For fast, easy tracing, 
illustrating, lettering. Built-in 
vertical and horizontal ruling 
edges with precision 
calibrations. No obstructions 
from below-surface clamps. 
Yellow tinted drawing surface 
for high visibility. Fluorescent 
tube gives soft, cool light. 
Also available is auxiliary 
Tiltoscope base model 35, 
shown here. 


Mimeographing is BALANCED Duplicating 


MODEL 435. Full Flexamatic Control to 

handle wide variety of paper and card stocks. 
Fast-loading feed table with 125-sheet capacity. 
Three-way copy adjustment. Universal stencil clamp. For 
use with all makes of suitable stencil 

duplicating products, 











* TRADE-MARK REG, U. S. PAT. OFFICE 


A. B. DICK 


—the first name in mimeographing 
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of the annual index to Dun’s Review? If not, 
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The index is arranged as a working tool for 
those who refer to the studies of significant de- 
velopments contained in the magazine. 
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Mrs. McCCORMICK’S GENERAL STORE 


COVER PHOTOGRAPHY 8Y ORVILLE GOLDNER BY SPECIAL ARRANGEMENT 
WITH THE NEW YORK STATE HISTORICAL ASSOCIATION, COOPERSTOWN 


Mrs. McCormick’s General Store, Catskill, leads to the inevitable reward of crime—prison. 


N. Y., was painted by Alburtis D. O. Browere 
in 1844. It is easy to see that Mrs. McCormick 
had her troubles just as many small shop 
owners are to-day harassed and tormented by 
unruly boys who all too often do not realize 
the growing significance of their mischief. 
Here, as a small group engage her troubled 
attention a confederate snatches apples to 
divide with his friends after they have made 
their noisy escape. 

Innocent fun, and not necessarily indicating 
a future life of crime or viciousness, but often 
the criminal pattern takes root in early youth 
to grow in scope and variety of misdeeds until in 
later years some serious assault against society 


Dun’s Review 


Underprivileged and misunderstood, thou- 
sands of our youth seek their own escape in 
a community too busy with other problems 
to recognize that of the less fortunate. 

The problem of juvenile delinquency has 
always been with us. Many organizations and 
agencies have been set up over the passing 
years since Mrs. McCormick had her troubles 
to provide proper recreational and educational 
facilities to interest and prepare boys and girls 
for the important réle of decent citizenship— 
to prepare them for an honorable and produc- 
tive future in the business and social life of 
this ever-growing land of opportunity. 

CLARENCE SWITZER 
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Bessa W. E. Stratton of the 
S.S. America Transport of Pacific 
Transport Lines finds Sperry Radar a 
valuable safety measure in the Orient 
while threading his way through fleets 


of unlighted junks .. . entering fog- 
bound, unmarked ports... or navi- 
gating through passages where 
war-interrupted lighthouse services 
operate erratically. 


Near Hong Kong... Sperry Radar 
detected at night a fleet of unlighted 
junks keeping station on a single 
lighted junk. “Without radar,” says 
Captain Stratton, “only that one 


lighted junk would have been sighted.” 


In the Philippines .. . Sperry Radar has 
frequently helped the America Trans- 
port to make night passages which 
except for radar would have been out 
of the question because of the many 
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Sperry Radar...speeds runs...makes navigation 


Safer on Orient trips... 


SAYS PACIFIC TRANSPORT LINES’ CAPTAIN 


war devastated lighthouses either dis- 
continued or operating undependably. 


Taku Bar to Fusan, Korea... During one 
run between these ports, Captain 
Stratton says that Sperry Radar helped 
him to save over three hours...and on 
another trip make Yokohama under 
visibility conditions which, save 
for radar, would have made entry 
impossible. 


The America Transport and her 
sister vessels of Pacific Transport 
Lines are heavy modern freighters 
designed for speed and fast cargo 
handling in the Transpacific service. 


For these and other vessels combining 
long crossings with stops at various 
ports... Sperry Radar affords a con- 
stant check on distances off shore and 
of all above-water hazards in darkness, 
fog, rain or snow...effectively shortens 
distances between ports of call... 
saves time and fuel on every trip. 


For further assurance of schedule 
reliability, America Transport’s equip- 
ment includes the Sperry Gyro-Pilot 
(“Metal Mike”) and the Sperry Gyro- 
Compass. They form with Sperry 
Radar a trustworthy trio under all 
conditions. 


SPERRY GYROSCOPE COMPANY 


DIVISION OF THE SPERRY CORPORATION ¢ GREAT NECK, N.Y. 


NEW YORK - CLEVELAND - NEW ORLEANS 
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SAN FRANCISCO - SEATTLE 
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America’s Greatest Area of 
Industrial Opportunity! 
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CHICAGO 


ILLINOIS 





Let us help find the right spot for your 
plant...without charge or obligation 


You can search the entire United 
States and you will find no more 
desirable site for industry than this 
great section. It is called the Erie 
Area—6 states that lead in industry 
and population ... proof that here 
is the zone that has everything! 


You have Coal, Oil, Iron and Steel, 
Sand, Lime, Salt, Rubber, Gas, 
Chemicals and other basic materials 
along with machine tools and parts, 
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: CLEVELAND 








INDIANA 





INCINNATI- 


and a great annual crop of agricul- 
tural products. 


Serving you, the dependable Erie 
Railroad covers the area, connects 
with other railroads north, south 
and west, and with the famous har- 
bor of New York for export business. 
Let us help find the right spot for 
your plant in the Erie Area with its 
high potential for present markets 
and future growth. 







PENNSYLVANIA 
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NEW JERSEYS, 












Here’s how to get action! 


Send a list of your requirements 
in detail and preferred location 
to Mr. A. B. Johnson, Vice Presi- 
dent, Erie Railroad, Room 505, 
Midland Bldg., Cleveland 15, 
Ohio. Your letter will be held 


in strict confidence. 











Erie Railroad 
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SERVING THE HEART OF 
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INDUSTRIAL AMERICA 
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Los Angeles is the largest city on earth in area. It covers 452.2 square 
miles... owns the country’s biggest water and power systems... is the 
home of Hollywood... and a city of big, diversified industry, as well. 
Prediction has it that the present 1,900,000 population of Los Angeles, 
which ranks fourth in size in the U. S., will double itself within fifteen 
years. You can well imagine the effect of such growth on Los Angeles’ 
skyline — where 3,382 of the elevator installations are by Otis. 





UPSIDE-DOWN HOLE. 


Chimney Rock, North Carolina’s famed scenic spot in the 

Blue Ridge Mountains, was a 315-foot climb from the parking 
level — until someone thought of installing an Otis elevator. But how? 
By digging a tunnel 196 feet into the base of the mountain. Then, 
blasting a hoistway out of solid rock up to the top. 





MAKES ALL FLOORS POPULAR. 


Shopping can be fun. Especially where continuously moving 
Escalators act as an attractive invitation to visit every department 
in a store without effort, waiting or crowding. That's why 

48 stores installed 206 Escalators last year. 





ONE TOUCH OF VENUS. 


A mere ouch of a finger and an electronic circuit will stop a 

new Otis ELECTRONIC Signal Control Elevator. Bulletin B-725-D 
explains how each car can now make more trips and carry more passengers. 
Traffic handling is speeded. Service is improved. Operating costs go down. 





Otis ELECTRONIC Signal Control—which is 
another Otis first—is available for new build- 
ings and for modernizing existing buildings. 
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ELEVATOR COMPANY 


Home Office: 260 11th Ave., New York 1, N. Y. 








“Escalator” is a registered trade mark of the Otis 
Elevator Company. Only Otis makes Escalators. ee, 
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“MOLDED FORMICA” 






your “Silent Partner!” 























This loose-jointed, bug-eyed creature is a man of many parts — 
all of them Molded Formica. From the Formica plant he travels 
all over the world to help make better products... and frequently 


for less cost. 


He’s quiet but tough ... easy to work with, but downright 
durable. Money can't buy a stronger, harder, more lasting 
plastic. Formica is shock resistant. Formica retains its dimensional 
stability even in and around water and chemicals. Formica’s 
unique electrical properties qualify it for many important in- 
sulating jobs, too. Available in many shapes and sizes ... in 


sheets, tubes and rods. 


Formica can be machined, punched, turned, milled, drilled, 
threaded, stamped and postformed. Whatever your needs, 
you'll find that Formica makes the grade that “makes the 
grade”. Have your engineers get in touch with our engineers, 


today ... via mail, wire, phone! 













Productive 
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at Work in Industry 






Ca 





Me, 


\ 


Electrical; Allis-Chalmers Manufacturing Co. relies 
Butterworth & Sons Co. rayon spinning machines on Formica for reliable insulator support in its 
are unharmed by acid setting solutions. metal-clad switchgear. 


Mechanical: Formica engineers added ribs in Chemical; Formica parts used in the H. W. 
staggered sequence on aircraft pulleys, doubling 
their strength. 
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DEVANEY PHOTOGRAPH 


HOW CAN PROFITS ESCAPE THE 


Of hon ign Y; 
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. Tar is an ancient fable 
about two blind men who conceived 
a totally erroneous idea of an elephant, 
because they relied upon incomplete 
data. One derived his impression from 
a careful examination of the trunk; the 
other based his conclusions on the physi- 
cal properties of the tail. The inevitable 
argument resulting between those un- 
fortunate gentlemen has a sad counter- 
part in the current wrangling about the 
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JOHN S. COLEMAN 


President, Burroughs Adding Machine Company 


financial operations of American busi- 
hess. 

In some ways, the situations are simi- 
lar. Those who are in good faith in 
their attack upon corporate profits hon- 
estly believe they understand and, like 
the blind men, they sincerely believe 
they have reliable evidence to support 
their position. Indeed, their miscon- 
ceptions are quite as understandable as 
those of the sightless antagonists. 
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Unlike the anatomy of the elephant, 
however, the just distribution of cor- 
porate income is of considerably more 
than academic interest to most people 
and, as a result, it has been the subject 
of considerable disturbing disagree- 
ment between management and em- 
ployees, stockholders, and consumers. 

Any freshman economist can testify 
that profits and the profit motive are 
inherent in our system of free competi- 
tive enterprise. Even an embryo stu- 
dent of economic history can demon- 
strate the importance of profits to the 
development in the United States of 
the highest standard of living the world 
has even seen. 

Why, then, the constant attack on 
profits as contrary to the public interest ? 


Language Is Confusing 


The principal difficulty seems to be 
quite similar to that of the blind men. 
Many people in all walks of life have 
never obtained a clear and understand- 
able picture of the way in which the 
free enterprise system operates, and 
thus they are unable to see and com- 
prehend the whole animal. What com- 
plicates the problem more than any- 
thing else is the fact that many of the 
critics of the free enterprise system 
are acting in good faith and believe 
that they know what they are talking 
about. 

Most professions dealing with a body 
of technical knowledge have a lan- 
guage with which to communicate that 
knowledge, a language in which every 
word usually has a sharply defined, un- 
equivocal meaning. The physician, for 
example, in diagnosis as well as pre- 
scription, is seldom misunderstood by 
his colleagues. Often the layman does 
not understand, but happily he knows 
it. There is little confusion. 

The profession dealing with the 
mathematics involved in corporate fi- 
nancial activity has its language too. 
There is little misunderstanding of 
terms among the initiated. “Costs,” 
“reserves,” “charges,” “capital,” and 
even “profits” are all words with a fair- 
ly clear meaning to the accountant. 
The confusion arises because the lay- 
man thinks he understands also. The 
fact that he doesn’t is no reflection upon 
him; it is rather a liability of the method 
of describing the accounting system 
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that has grown up with our economy. 

At this point in the public discussion 
of the problem, it is no longer neces- 
sary to advance proof of the general 
misunderstanding of the way in which 
our economic system works. A great 
many surveys have been conducted by 
those who are experts at such things, 
which indicate beyond any doubt that 
people generally, both employees, stock- 
holders, and the general public, have 
very little real appreciation of even 
some of the fundamentals involved in 
the preparation of a financial report. 

Consider, for a moment, the predica- 
ment in which many laymen find them- 
selves, for the most part unknowingly, 
when they attempt to analyze a cor- 
porate statement. 

Their first problem is that they have 
always believed that a series of num- 
bers preceded by a dollar sign repre- 
sents money—cash. Secondly, they 
have a healthy respect for figures and 
for mathematics in general; they be- 
lheve them to be rather precise and 
accurate. 

It is not strange, therefore, that when 
they see a “reserve for depreciation” 
followed by an amount in dollars, they 
assume that somewhere, perhaps in the 
bank or even in the president’s safe, 
there lies a neat stack of thousand- 


“To most people, security is extremely important. 


dollar bills which are being held “in 
reserve.” 

They probably suspect, when they 
see millions of dollars in “working 
capital,” “capital assets,” “surplus,” or 
“accounts receivable,” that somewhere 
there is cash lying about which is de- 
scribed in those terms. 

There is little doubt that a great many 
people are merely confused by cor- 
porate reporting, but, unfortunately, 
amid that confusion, the average indi- 
vidual thinks he has a few clear ideas. 

For example, profits, as recorded in 
the income statement, are most fre- 
quently believed to represent, first of 
all, an amount of money in cash, and 
secondly, an amount which is “left 
over”—not necessary to the operation 
of the business. The employee or stock- 
holder can subtract as well as the next 
man, and he has examined the income 
statement in which the “costs of opera- 
tion” have been subtracted from total 
income, leaving a profit expressed in 
dollars. 

It is scarcely necessary to labor the 
point. The fact is that, to the average 
individual who is not trained in ac- 
counting or economics, dollar figures 
mean dollars, and dollars mean cash. 

Thus, many people have a very firm 

(Continued on page 54) 


To them it means some kind of fi- 


nancial stability, either from dividends or from wages and salaries. It implies being 
able to buy things they need at prices they can afford to pay without dissipating their re- 


sources. When these factors appear to be out of balance . . 





.. they want to know why.” 
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OPERATING A RADIAL DRILL PRESS—DEVANEY PHOTOGRAPH 
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Wer to-day’s labor and ma- 
terial costs and the return of a competi- 
tive market, most managements are 
pulling out all the stops to seek new 
ways to produce more efficiently with- 
out sacrificing quality—for quality is 
the insurance of the future. In gen- 
eral, the problem can be resolved either 
by improving processes and produc- 
tion equipment or by exercising better 
control over existing processes and 
equipment. 

Unfortunately many of the studies 
conducted by design, factory, methods, 
and materials handling engineers fail 
to examine thoroughly the latter re- 
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P. C. CLARKE 


Assistant General Manager, Hunter Spring Company 


I 


course. Quality control packs tremen- 
dous possibilities for cost saving through 
the application of one simple tool. The 
modern technique of employing the 
statistical method for analyzing pro- 
duction problems and for quality con- 
trol is a must for the aggressive wide- 
awake organization. 

To-day there are many management 
men who either have overlooked the 
possibilities offered by the use of the 
statistical method or have shied away 
from it altogether. They have arrived 
at the mistaken conclusion that the 
technique tightens product tolesances 
and, therefore, increases production 
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: |, —_— CANNOT AFFORD 
TO PRODUCE GOODS FOR THE SCRAP 
HEAP. SUB-STANDARD MATERIALS 
AND REJECTED PARTS ARE HANDI- 
CAPS IN A COMPETITIVE ECONOMY. 
How THEN CAN MANAGEMENT 
DETERMINE WITH EASE AND PRE- 
CISION ITS SUCCESS IN MEETING 
SPECIFICATIONS? How CAN PRO- 
DUCTION BE CONTROLLED TO ELIM- 
INATE FAULTY OPERATIONS? 


troubles and worries. Perhaps these 
erroneous conclusions result from an 
improper introduction to the basic prin- 
ciples which govern the science of sta- 
tistics, or perhaps from failure to realize 
the potentialities of statistics for im- 
proving over-all efficiency. 

Quality control, in the final analysis, 
is a combination of actions or proce- 
dures designed to improve or maintain 
the quality of a product in order that 
customer specifications may be rigid- 
ly met without excessive cost to the 
producer. 

Most systems of inspection and quali- 
ty control involve a qualitative criterion 
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set up only to determine whether or 
not the product meets specifications. If 
any attempt is made to improve quality 
or if any trouble is encountered in the 
manufacturing process, about the only 
information available to help solve 
the problem is the experience of those 
involved. 

In such cases a series of conferences 
is called and the trial and error method 
of solution is invoked. An inspection 
system that produces quantitative in- 
formation, along with the qualitative 
information, certainly would be more 
desirable because definite relationships 
can be established, and that knowledge 
used as the basis for positive action. 

The statistical method of quality con- 
trol requires quantitative data—not 
mere acceptance or rejection. It pro- 
vides a systematic and efficient method 
of analyzing the data. Often quantita- 
tive data are collected, but in a jumbled 
and hodgepodge array. Positive con- 
clusions come as hard under such an 
array as from qualitative data alone. 


Simple and Versatile 


The statistical method, on the other 
hand, permits easy analysis of the 
process to establish its capabilities, and 
thereafter provides a method of con- 
trol for maintaining them. The poten- 
tialities for using this method are 
almost unlimited. Uses will be found 
for the method and data in the produc- 
tion, engineering, sales, costs, and in 
fact, all departments of the plant. 

The practical application of the sta- 
tistical method need not be confus- 
ing. On the contrary, it is simple and 
straightforward. The three most use- 
ful tools in the realm of industrial pro- 
duction are: frequency distributions, 
control charts, and correlation charts. 

The frequency distribution is the 
basic and most versatile of the three. 
It can be used (1) to assure close ad- 
herence to specifications in incoming 
material, (2) to measure process capa- 
bilities (accuracies that may be ex- 
pected of processes), (3) to assure the 
customer that he is getting what he 
specified, (4) to solve production 
troubles, and (5) after management be- 
comes handy with the method, to do 
all manner of odd chores from analyz- 
ing incentive rates to controlling ship- 
ping schedules. 
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In constructing a frequency distribu- 
tion, it is only necessary to measure 
some characteristic such as length, di- 
ameter, thickness, or hardness of each 
item in a sufficiently large sample. 
These measurements are then arranged 
as in the adjacent chart. 

The range of variation of the mea- 
sured characteristic is divided into sub- 
groups (about 1/r1oth of the tolerance 
range) and a mark is made in the 
appropriate sub-group for each mea- 
surement which falls therein. This 
arrangement of test data shows the 
frequency of occurrence of similar test 
results. It gives a graphic, quantitative 
picture of how the product meets the 
specifications. It is simple. How much 
clearer it is than a mere column of 
figures! 

A few Hunter experiences will serve 
to reflect the usefulness of the fre- 
quency distribution study. While pro- 
ducing radio mechanisms in 1937, we 
bought molded plastic knobs. Incom- 
ing inspection reported that a large 
percentage of these parts were outside 


_ of specified limits. The producer might 


have reasoned that the tolerances were 
too close. However, since the parts 
were produced in a 24-cavity mold and 
each part carried the cavity number 
impressed on its surface, it was decided 
to take a frequency distribution of the 
parts produced from each of the 24 
cavities. The middle chart on this page 
shows some of the results. 

It can be readily seen that the pro- 
ducer of the knobs could produce 
within the specified limits (cavity #4). 
All 24 cavities were producing parts 
well within a sufficiently narrow toler- 
ance range, but some of the cavities 
were off dimension. This report was 
given to our vendor who, after making 
necessary changes, was able to supply 
all parts within specified limits. 

Note that tolerances were not tight- 
ened. The process was easily capable 
of producing parts in the tolerance 
range, and had the vendor studied his 
trial production by means of frequency 
distribution, he would have saved much 
material from being rejected. 

Here is an example of solving pro- 
duction troubles. In one assembly 
process a brass rivet was used to attach 
a spring to a porcelain shell. Consid- 

(Continued on page 38) 
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A simple frequency distribution ts a graphic 
record of the success in meeting an estab- 
lished standard. The items that have been 
measured will generally cluster about a 
central point, but some items at the upper 
and lower extremes may be far removed. 
In successful production the cluster is at 
the mid-point of the tolerance range. 
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Cavity| #4 
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Variation 





A plotted graph of a frequency distribution 
is useful in comparing the results of simi- 
lar operations performed on different ma- 
chines. The dimensions of parts cast in 
four molds varied within equal ranges, but 
the central points of the ranges varied from 
mold to mold. This resulted in numerous 
rejected parts and increased costs. 
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Frequency distributions are helpful in solv- 
ing production problems. Excessive break- 
age in attaching a rivet to a porcelain shell 
was attributed to faulty dimensions of the 
rivet and the hole in the porcelain. The 
graphic distribution of the dimensions dis- 
proved this assumption and led to further 
studies to correct the trouble. 
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Weerrx CHANGES IN THE PAT- 


TERN OF CONSUMER SPENDING RE- 
SULTED FROM THE WAR ECONOMY ? 
ARE THESE CHANGES PERMANENT 
OR ARE SHOPPERS NOW RETURN- 
ING TO THEIR PRE-WAR BUYING 
HABITS? How HAVE INDIVIDUAL 
RETAIL LINES FARED IN THIS TRAN- 
SITION AND WHAT IS THEIR CUR- 
RENT OUTLOOK FOR A SHARE OF 
THE CONSUMER’S DOLLAR? THE 
ANSWERS TO THESE QUESTIONS ARE 
IMPORTANT TO BUSINESS MEN CON- 
CERNED WITH THE PRODUCTION 
AND DISTRIBUTION OF 
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snr normal conditions income ratio for the country asa whole indicate that during the 1920’s the pro- 
consumers tend to spend differently — will be of value only if utilized in con- portion remained within the same 
for goods at different levels of income. junction with each business man’s limits. The ratio fell below the lower 
When income is low a greater propor- knowledge of his own trade, its inter- limit at the bottom of the depression 
tion is spent for necessities such as food relation with other trades, and also and rose slightly above the upper limit 
j and clothing, while the part going for with any special conditions existing in in the two years immediately before 
heavy durable and luxury items shrinks the locality in which his own particu- the war. 


greatly. All expenditures rise as in- lar establishment may be found. In the war years, with the supply of 
come rises, but the proportion of in- The manner in which sales at retail goods restricted and rationing and price 


come spent for durable goods goes up stores have, in the past, changed in controls operating, retail purchases 
at a greater rate than for nondurables. value and composition along with dis- failed by a wide margin to keep up 
Expenditures and income have been _ posable personal income may be ob- with the wartime expansion in in- 
very closely geared in peacetime years, served in the chart on page 16. In most comes. A larger than normal part of 
and the ratio of sales to income can be _ of the years in the period 1929-1941 be- income was channeled into savings and 
used as a guide to the determination tween 55 and 60 cents of each dollar the ratio of sales to income dropped 
of any substantial changes in the char- available to consumers after taxes was _ sharply. 
acter of consumer spending. It should spent in retail stores. With the war over and scarce goods 
be clear that such an index as the sales- Rough estimates which are at hand once more becoming available, spend- 
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ing increased rapidly. By the first half 
of 1946 the ratio of sales to income had 
fully recovered from its wartime low. 
During the period which followed, re- 
tail sales grew so much more than in- 
come that by 1947 more than 68 cents 
of every dollar went to retail stores. 

In the year 1948, however, and pri- 
marily in the second half of the year, 
spending at retail increased much more 
slowly. This reflected the operation of 
many factors. 


Consumer Restraint 


The backlog of demand that was 
built up in the years of wartime scarci- 
ties had been appreciably reduced. Con- 
sumers were in a position to exercise 
considerably more restraint in buying. 
Also, advancing prices lessened the buy- 
ing power of the considerable savings 
that had been accumulated during the 
war, and this served to reduce to some 
extent the pressure of demand. With 
these shifts, sales levelled off in the 
second half of 1948 and a small decline 
in the ratio of sales to income was 
recorded, 

Nevertheless, the proportion of in- 
come now being spent in retail stores 
is still substantially higher than before 
the war. Proportionately smaller ex- 
penditures for certain services, which 
made a larger portion of income avail- 
able for buying goods, have helped to 
account for this. 

Examples of services which have 
taken a smaller share of income than 
before the war are rent, domestic ser- 
vice, household utilities, interest on per- 
sonal debt, and foreign travel expendi- 
tures. The most important of these 
quantitatively is rent, which advanced 
rather slowly after the war because of 
the maintenance of rent controls after 
other price restrictions were lifted. 

The separation, in the chart, of total 
sales into sales at durable and nondur- 
able goods stores, each expressed as a 
per cent of disposable income, reveals 
substantial differences in the behavior 
of the two components. During the 


Grocery and combination stores selling both groc- 
eries and meat take a larger share of the retail 
dollar than any other single group. They ac- 
counted for about a fifth of all retail sales in 
1948. During the war, with food generally 
available while many other consumer goods were 
in short supply, the share of the retail dollar 
going to grocery stores sharply increased; this 
proportion has drifted downward since the war. 
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RETAIL STORE SALES 
AS A PERCENTAGE OF DISPOSABLE PERSONAL INCOME 
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1930's, sales at nondurable goods stores 
constituted a practically fixed percent- 
age of disposable income, varying only 
from 43 per cent to 45 per cent through- 
out the period. The ratio dipped some- 
what during the war, but recovered 
rapidly at the end of hostilities and 
moved upward into new ground to 
cross the 50 per cent mark at the end 
of 1946. 

Beginning in 1946, the effects of the 
increasing availability of durable goods 











began to be felt more strongly. In every 
succeeding six-month period since the 
end of 1945, durable goods stores have 
attracted an increased proportion of 
the disposable income. The rise in 
sales at nondurable goods stores slack- 
ened and in 1946 and 1947 the ratio 
of nondurable sales to income increased 
only slightly. In 1948, with sales at 
many nondurable goods stores levelling 
off and even falling behind the previ- 
ous year in some months, the share of 
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Sales of television sets are increasing and are 
potentially of great importance to the household 
appliance and radio stores. Over-all sales in this 
group were sharply curtailed during the war, 
but rose rapidly in 1947. Although total sales 
in this group dipped in the final quarter of 1948, 
they accounted for about 2 per cent of all retail 
sales which was slightly higher than either the 
1929 or the 1941 ratios. 


thé consumer’s dollar going to such 
stores showed a definite decline. 

As previously indicated, durable 
goods expenditures are very sensitive to 
cyclical influences. Consequently, the 
movement of sales at durable goods 
stores, as a per cent of income, has been 
much more volatile than that indicated 
in the nondurable sector. As may be 
seen from the chart, this category from 
1929 to 1941 accounted for most of the 
fluctuations shown in the ratios for 
total sales. The durable goods ratio 
has clearly moved up and down with 
the business cycle, reaching the highest 
values for the peacetime period in such 


(Continued on page 45) 
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PERCENTAGE DISTRIBUTION OF RETAIL SALES 


KIND OF BUSINESS 1929 =: 1933 
Duras_e Goons SToRES........ 29.3 19.8 
Automotive Group........... 14.5 9.7 
Automobile Dealers... ..... 13.3 8.7 
Parts, Accessories... 22.5... ee 9 
Building, Hardware Group. . . 7.9 5-5 
Building Materials. : , 5-4 =e 
Farm Implements. .... 1.1 F 
DID. ais een oo ee 1.5 1.3 
Home Furnishings Group. .... 5.7 3.9 
Furniture, Furnishings Cy | 2.6 
Appliances, Radios 1.9 3 
NEUEN SF asda ey i Taps 1.1 7 
NonpuraBLE Goons SToRES. . ... 90.7 80.2 
Apparel Group 8 7.9 
Men’s Clothing. ae 2.8 2.2 
Women’s Apparel. ......... a7 3.1 
Family, Other Apparel. ..... 2 9 
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UY UMD ns a sos Sack wesc 3.5 4.3 
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Other Retail Stores... ....... 9.2 8.0 
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jo TO-DAY ’S BUSINESS 
CORRESPONDENCE CONSIST LARGE- 
LY OF HACKNEYED WORDS AND 
PHRASES? WHAT HAS HAPPENED 
TO THE GRACEFUL USAGE OF THI 
NINETEENTH CENTURY? WHERE 
DOES THE MODERN BUSINESS MAN 
STAND IN CULTURAL COMPARISON 
WITH HIS PREDECESSORS? Has our 
CULTURE FAILED TO KEEP PACE 
WITH MASS PRODUCTION IN EDU- 


CATION AND ENTERTAINMENT? 


( 

(2 MERSON despised the mer- 
chant mind, but many of the leading 
men of commerce in his day wrote with 
considerable skill, expressing them- 
selves with original phrasing and deft 
turns of thought. Whether the verbal 
stencil and the business cliche were less 
apparent before the age of mechanical 
aids to writing is beside the point. The 
man who penned his own letters made 
a wider use of the tools of language and 
with it came pleasant shades of mean- 
ing, and a vigor of statement that is 
missing in much of our commercial 
correspondence to-day. He had his 
faults, of course, and occasionally imi- 
tated the florid style of the politician and 
the formal phrasing of the clergyman. 


At this point we may ask: Where 
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does the modern business man stand 
in cultural comparison with his for- 
bears? Has communication robbed the 
small town of its personality as a cul- 
tural unit? Have our factory methods 
in education increased literacy without 
a corresponding growth in aesthetic and 
spiritual values? How compatible are 
culture and commerce? 

The modern business man is a bit 
shy about his aesthetic attainments, and 
often apologetic for his cultural foibles. 
He has inherited some of the inferiority 
that belonged to the age of monarchies, 
when the business man wore the badge 
of money-changer and though déclassé, 
was a handy person for the kings and 
gentlemen who might live by the pen 
or the sword but not by their wits as 
tradesmen. 

The mercantile lite eutered the af- 
fairs of the poets, dramatists, and his- 


ae a, io oe 


A 


lorians. 
negative fashion of the man from Por- 
lack wha interrupted Coleridge in the 
midst of Kubla Khan or the tailors 
who annoyed Sheridan and Goldsmith. 
Keats was a chemist in the English 
sense, a drug clerk to us. Milton was 
the son of a scrivener, a kind of all- 


Nor was this always in the 


round notary public. Gibbon was the 
grandson of one of England’s most 
powerful merchants in the East India 
trade, who lost a fortune in the South 
Sea Bubble. 
was a book seller, and Alexander Pope’s 
father was a successful London mer- 


Samuel Johnson’s father 


chant. 

Two literatures flourished through 
the several hundred years of English 
history. We are acquainted with the 
formal published writings of the “gen- 
tlemen” of literature, but may not be 
so familiar with the hidden, mostly 
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oral literature of the poor who sang 
b allads, some of which occasionally got 
into print on broadsheets. Eventually, 
the uppercrust writers began to take 
stock of this vigorous folk literature 
and it was gathered together in 1765 
by such a pioneer as Thomas Percy, 
Anglican Bishop of Dromore, Ireland, 
collector of the Religues, folk ballads 
which lived for centuries in the mem- 
ories of the people. Nearly all nations 
of Europe have had a sturdy peasantry, 
wise in the ways of nature, rich in 
ancient traditions, but often illiterate. 
With them folklore survived, and occa- 
sionally injected its vigor into the for- 
mal literature of the land. Much of 
this folk balladry found its way across 
the Atlantic. 

Our immigrants brought their songs, 
dances, and fiddles with them. Some 
of the earliest of the settlers went into 
the Blue Ridge hills and drew a curtain 
of mist around themselves. The rem- 
nants of the Elizabethan settlements, 
English, Irish, and Scot, still sing 
the songs their people brought with 
them, including many of the ballads 
gathered by Bishop Percy in his Re- 
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liques. Incidentally, Prof. Francis J. 
Childs, the eminent American folklore 
scholar, in concert with Prof. Frederick 
J. Furnivall, aided in the revision and 
republication of the Religues in the 
later half of the nineteenth century. 

Our industrial and agricultural mi- 
grants, such as the Okies and Arkies, 
use the traditional ballad frames upon 
which to celebrate recent events, such as 
feuds, horse races, trainwrecks, brawls, 
and love triangles. With a talent simi- 
lar to the “Calypso” singer they thread 
their rhymed tales on a frame that is 
well suited for spontaneous composi- 
tion. This talent is often found among 
circus roustabouts, railroad gangs, river 
crews, lumberjacks, and if less evident 
to-day than a generation ago, it is 
authentic evidence of the folklore of 
a lusty young nation still feeling the 
twinge of growing pains. 

Folklore music, ballads, and stories 
have a valid standing in the culture 
of a country, and the contribution of 
these native bards is an important 
chapter in our literary history. The 


more sophisticated a people become, 


the more self-conscious it behaves. 
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willing to create their own diversions 
many of our neighbors are satisfied to 
drop a coin in the slot and accept what- 
ever comes out. Standardization is a 
virtue in mass production, but in pro- 
viding mass entertainment it lays a 
heavy hand upon individual initiative. 
Universal education is the justifiable re- 
ward of democratic enterprise, but it is 
no guarantee of aesthetic or spiritual 
growth. 


To-day’s Mass Entertainment 


The cultural potentials of the print- 
ing press, the radio, and motion picture 
are beyond dispute, but when we ap- 
praise the fare that is offered for the 
sensory and moral appreciation of the 
people, their comparative weight of 
good and evil is still a matter of dubi- 
ous balance. The aesthetic problem 
cannot be limited merely to a mea- 
sure of social welfare, or physical bene- 
fits. “Not by bread alone” do men 
make progress, nor by machine either. 
Whether materialism has passed its 
peak may be debatable, but although 
in America where it is best advertised 
by results achieved, it has not destroyed 
our faith in the greater spiritual values. 

“Distance lends enchantment” and 
memory is selective in its processes. If 
we look back with nostalgic appre- 
ciation of the cultural enterprise of a 
New England town and the self-ex- 
pression of the citizens, we should not 
forget their barren and bitter years, the 
pettiness and the bigotry, the drudgery 
of their bodies, and the severity of their 
emotional and mental discipline. Sin- 
clair Lewis in Main Street and Edgar 
Lee Masters in Spoon River Anthology 
have torn the veil from the hypocrisy 
of Middle Western communities, and 
“man’s inhumanity to man.” Speak- 
ing of the laborer who graduated from 
the ranks of the section gang to a tyran- 
nical superintendent, Masters says “Be- 
ware of the man who rises to power 
on one suspender.” The seamy side 
of the American panorama has been 
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Times Square, the amusement hub of America, 
has spokes radiating its influence into all com- 
munities of the nation and making the smallest 
hamlet a suburb of the big city, with the same 
voices, names, and sounds coming through the 
media of the screen and radio to establish a 
recreational pattern for millions of people. 
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Small town America’s independence as a cultural 
and social unit has diminished with the advent of 


the automobile, motion picture, and radto. Where 
the townsfolk created their own diversions gen- 
erations ago with amateur theatricals and literary 


dehates, and the farm folk embroidered samplers 
and pedaled the wheezy organ, to-day townsmen, 


farmers, and city people all share im the same 


MmeC hanize d entertainment. 
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sketched with varying degrees of anger 
by Erskine Caldwell in the South, John 
Steinbeck in the Far West, and by 
James T. Farrell in the big cities. 
Yet, beyond this aspect of realism, 
the spine of America has a romantic 
cord, alive to every nervous tension of 
the land. This romanticism is better 
seen in fact than fancy through the 
careers of men who seized and held our 
ideals through the dust and smoke of 
a continent. Through the maze of a 
generation, these names rise out of 
the mist of memory, Jane Addams, 
Sam Gompers, Al Smith, Will Rogers, 
George Washington Carver, Tom Edi- 
son, Steinmetz, the Wright Brothers, 
Guggenheim, Dr. John B. Murphy of 
Northwestern, and the list rollson. Our 
culture is synthetic and our language 
mongrel, yet both are rich in promises 
for the future provided we never lose 
an appreciation of the individual. It 
is the romantic promise of America, a 
retort to the pessimism of Spengler, 
that lifts its rainbow over the land. 


Fundamental Values 


We are better educated than our 
grandfathers, but in our present phase 
are not better informed on fundamen- 
tal values of life, nor are we better 
equipped in the exercise of wisdom. 
The acquisition of techniques, the 
greater degree of specialization have 
their individual benefits for craft and 
profession but cannot take the place of 
the understanding that belongs to the 
wide-angled eye taking in life with a 
diffused but more comforting compre- 
hension. 

During the later nineteenth century, 
the pulse of America beat faster with 
the energy, turbulence, and lyric shock 
of the varied peasant strains of Europe. 
With the new opportunities, and new 
freedoms, newcomers became self-sus- 
taining literate citizens. 
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The peasant, whether he was a yo- 
deler from the Tyrol, a ghetto violinist 
from Warsaw, or a Polish dancer from 
the Tatras Mountains, sang, played, 
and pivoted without much encourage- 
ment. He wore his costume and wel- 
comed an audience whether in a public 
park or wedding celebration. His son 
in a strange land grew self-conscious, 
and was often apologetic for his father’s 
customs and enthusiasms. The son 
gained an education, respected Ameri- 
can institutions, and won his way as 
a merchant, craftsman, farmer, or pro- 
fessional man, and was grateful for the 
free competition that freedom offers. 
But something was lost in the transi- 
tion, something of spiritual and emo- 
tional value which could not be re- 
placed by the mass enjoyment of a 
baseball game, or the motion picture, 
or the formal “prom” at commence- 
ment. America being a land without 
a peasant stock must borrow or create 
its folklore. The national traditions of 
Europe are deserving of salvage in a 
land of hybrid customs and mixed 
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bloods despite Europe’s unhappy record 
of border conflicts and religious wars. 

The European, and especially the 
English, Irish, and Scots ballads, are 
found all over America. Every State 
has versions of the Scots border ballad 


Barbara Allen. Bold Jack Donahue, 
the Irish Rapparee, an evicted young 
squire hiding in the shadow of the 
McGillicuddy Reeks, becomes Bold 
Jack Donahue, the night rider of the 
Ozarks. The building of the Over- 
land Trail, the canals, and the railroads 
brought songs of the Irish, Welsh, and 
Cornishmen. The building of our 
giant dams, steel mills, and collieries 
added the voices of the Slavs, Poles, 
Italians. The farms attracted the Ger- 
mans and Swiss while the forests called 
the axe-swinging Swedes. 

The mills, rivers, and forests have 
evoked their own folklore with Joe 
Magarac, the girder-bending giant, out 
of the smoke of the Monongahela and 
the Golden Horseshoe, with Mike 
Fink, the Ohio pilot whose muscles 

(Continued on page 60) 
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PRODUCTION PRICES 


/(ost business men have 
been closely attentive to the recent de- 
clines in employment and some prices. 
Declines in any sector of a dynamic 
economy may signal an approaching 
depression. Or they may reflect an ad- 
justment toward a more stable level of 
business activity. The depth and the 
duration of the declines must be gaged 
itt any accurate appraisal of the busi- 
ness outlook; they are symptomatic of 
the health of the economy. 

With the slight rise in early March 
of employment and food prices, confi- 
dence in the future was bolstered. The 
demand for many goods was at a level 
which sufficed to insure high produc- 
tion for some months. It appeared that 
business would be sustained in 1949, 
perhaps somewhat below the peak 
levels of 1948. The current levels of 
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TRADE FINANCE 


business activity and the recent changes 
in important economic indicators pro- 
vide a basis for judging the future trend 


of business. 


Although many buy- 
ers continued to re- 
strict their orders for manufactured 
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products, industrial output increased 
slightly between February and March. 
Many manufacturers anticipated a 
Spring upturn in the demand for some 
goods; total production was close to the 
high level of a year ago. 

Steel ingot production was at peak 
levels during February and early 
March. The first signs of a plentiful 
supply of steel were evident when some 
small producers reduced their prices on 
some items to the competitive level of 
larger concerns. Steel users were less in- 
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‘/ USINESS 
ERED NEAR RECORD MARKS IN THE 
FIRST QUARTER OF 1949. PRopuc- 
TION AND EMPLOYMENT WERE 
ABOVE LAST YEAR’S LEVELS. In- 
DUSTRIAL EXPANSION WAS UNDER 
WAY IN MANY LINES. 


INDICATORS WAV- 





sistent upon immediate deliveries than 
in past months. Shipments of most 


steel] products were prompt. 

Automobile production was high and 
steady. While the demand for some 
new cars declined somewhat more than 
seasonally, Spring weather was ex- 
pected to stimulate the sales volume of 
both new and used cars. There is, how- 
ever, clear evidence that the long ex- 
pected days of competitive selling of 
automobiles have surprised some by 
appearing. 

The high level of industrial con- 
struction was in contrast to a moderate 
decline in residential building. The 
existence of unsold new dwellings in 
some parts of the nation induced some 
builders to curtail their home construc- 
tion programs. The demand continued 
to center on low-priced housing; sales 
of the higher priced homes were as 
much as 50 per cent below a year ago 
in some communities. 

The Federal Reserve Board’s Index 
of Physical Production (1935-1939= 
100) dipped slightly in January to 191. 
The decline amounted to less than 1 
per cent from December’s 192, and was 
attributed chiefly to a decrease in the 
output of minerals. 
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(1935-1939 100) 
Ch ‘ © Change from 
Jan. J I Jan. Jan. Dec. 
949 1448 148 REGION 1949 1948 1948 
0. t 4 Iowa and Nebraska.........+. 297.2 —10.9 — 1.3 
I 1 4 6 IG Bl Oia vines 00.05.46 Oe aston 270.6 — 4.3 — 3.9 
3 I I Ve Re eee err 303.4 — 5.7 + 3.2 
3. 1.g Maryland and Virginia....... 275.9 + 4.3 — 1.4 
4. g.1 3.3 ) » North and South Carolinu.... 303.7. + 1.6 0.8 
5 217 5.4 Atlanta and Birmingham..... 360.0 + O + 2.4 
¢ 64.6 1.3 1.¢ bs BOP, 5.5 ch a0 ais ad te Ve ewes 349.5 — 1.9 3-9 
7 7 271 51.2 ) 2. Mem; th 6.4 0.9 
Ds GIN Aideusiscescdsces<e 298.6 + 5.9. + 3.3 95 INOW  CHICKAE << oss ce ob heise sacs 8.7 9 0.8 
g. Cincinnati and Columbus 310.7 + 2.1 4.8 as f= ee ie Aisdehas bulb des 353.6 0.9 7.8 
10. Indianapolis and Louisville... 314.2 9 1.1 ee LL EET Re Cae 88. 08 — 10.5 
Rie RACOND. scvetnccccws shies 279.3 17 4.6 6. Salt Lake City iveesevla ORORLD QI 4.1 
12. SORE. Sc ivesnesans Saree. eal 1.7 3.8 27. Portland and Seattle.......... 323.3 5.55 — 2.2 
13. Milwaukee ........ «es 330.8 + 3.4 6.9 28, San PranCieee «2 oaccissisessas 2092 0.4 — 2.9 
14. Minneapolis and St. Paul.... 304.3 9 4-4 ). Los Ange! 89.7 — 5.2 — 2.2 


C /, / was expected 
Omp oo that the recent 
rise in unemployment would be halted 
or reversed in March. A seasonal in- 
crease in jobs normally occurs in March 
and April when the Spring production 
and construction activities get under 
way. Spring planting and increased 
farm activity stimulate the demand for 
agricultural workers. 

Total civilian employment in Febru- 
ary was close to 57.2 billion. Unem- 
ployment rose nearly 21 per cent to 2.2 
million between January and February, 
but the rate of increase was less than 
that which occurred between Decem- 


ber and January. 


Industrial Production 

















Seasonally Adjusted Index: 1935-1939=100; Federal Reserve Board 

19046 1947 1948 1949 

January 160 189 193 187 

February 152 18g 194 185° 

March 168 190 Ig! 

April 165 187 188 

May 159 185 

June 1g2 

July 176 186 

August 182 191 

September 186 192 

October 182 191 195 

November 183 192 195 

December 182 192 190 


* Approximation; figure from quoted source not available. 
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February unemployment was low as 
compared with 1941 levels. In 1941, one 
out of every eight persons in the civilian 
labor force was idle. This February 
one in nineteen was jobless. 

The civilian labor force was estimated 
at 60.1 million in January; this was 1.3 
million below the December level. The 
change was unusually large, but partly 
reflected the inclusion in December of 
many more female farm workers than 
are usually employed that late in the 
season. 

30th initial and continued claims for 
unemployment compensation reached 
a peak in mid-February and thereafter 
declined slightly each week. But they 











Employment 
Millions of Persons: U. $. Bureau of the Census 

1946 1947 1948 1949 
January 51.0 55-4 57-1 57-5 
February §1.2 55-5 57-1 57-2 
March 52.5 56.1 57:3 
April 54-1 56. 8.3 
May 548 
June 
July 57:8 
August 57-7 59-6 61.2 
September 57-0 58.9 66.3 
October 57-0 59.2 60.1 
November 57.0 58.6 59-9 
December 56.3 579 59-4 


Includes all civilian workers. 
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remained well above the correspond- 


ing 1948 levels. 
, 4 , Retail volume fell slightly 
below a year ago during 
February and the first two weeks of 
March. A late Easter prompted many 
consumers to delay their Spring shop- 
ping this year, but continued wide- 
spread promotional campaigns helped 
to sustain total consumer demand at a 
high level. Shoppers generally were 
more price conscious than at any time 
since the war; bargain hunting was in- 
creasingly prevalent. 

Spring merchandise began to attract 
favorable attention in many localities. 
Women’s Spring suits were frequently 
requested and dresses sold well. The 
retail volume of men’s apparel was frac- 
tionally below the level of a year ago. 

Despite numerous clearance sales of 
furniture and housewares, the demand 
for these items declined slightly. The 
number of requests for electrical appli- 
ances remained somewhat limited; tele- 
vision sets, however, continued to at- 
tract favorable attention. The retail 
volume of garden tools and building 
hardware increased moderately in many 
localities. 

The Dun’s Review Trade Barome- 
ter, which measures consumer buying 
in terms of the 1935-1939 average level, 
fell 2.2 per cent in February to 278.1 
(preliminary). It was 1.3 per cent be- 
low the 281.8 of a year ago. The ba- 
rometer is adjusted for seasonal varia- 
tions and for the number of business 
days in the month; it is not adjusted 
for changes that occur in prices. 

The final barometer of 284.5 for Janu- 
ary was slightly above the December 
level; it was 8.6 per cent below the 
all-time peak of 311.3 reached in July 
1948. The barometer rose 0.4 per cent 
above that of the preceding month and 
was 0.6 per cent above the level of 
January 1948. 


Retail Sales 


Seasonally Adjusted Index 1935-1939==100, U S. Department of Commerce 








1946 1947 1948 1949 
January 231 284 325 329 
February 238 290 323° 
March 241 
April 
May 
June 
July 
August 
September 
October 275 319 338 
November 282 323 334 
December 287 329 342 
* Approximation; figure from quoted source not available. 
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Moderate monthly declines occurred 
in more than half of the regional ba- 
rometers. The Denver Region (25), 
with a 10.5 per cent decrease from the 
December level, had the largest month- 
ly decline; the New York City Region 
(2), with a 10.1 per cent increase, regis- 
tered the sharpest rise. 

The barometers which rose from the 
1948 level moderately outnumbered 
those which decreased. The largest in- 
crease was 11.2 per cent in the Pitts- 
burgh Region (7). The sharpest drop 
Was 10.9 per cent in the Iowa and Ne- 
braska Region (15). 

The regional variations resulted in 
part from wartime and post-war shifts 
in population and industry. The high- 
est barometers generally were in those 
areas that have experienced the largest 
growth during and after the war. 

Wholesale volume rose slightly dur- 
ing February and early March, but re- 
mained fractionally below the level of 
a year ago. Buyers continued to be cau- 
tious of possible future price develop- 
ments and generally ordered to cover 
immediate and nearby requirements. 
The volume of advance bookings, how- 
ever, rose moderately during this period. 
The number of buyers attending the 
various wholesale markets moderately 


exceeded that of a year ago. 
Money in circulation 


Pi: 
PUMANCE during February de- 


clined for the second consecutive month 
te the lowest level since August 1945. 
March income tax payments were ex- 
pected to reduce the money supply even 
further. A seasonal drop in circulat- 
ing currency is customary at this time 
of year; the decline usually persists 
until May. 

A steady rise in savings has been 
maintained since November 1948 at 
which time a rather prolonged decline 
ended. Increases in savings deposits, 
investment in life insurance policies, 


Consumers’ Price Index 


Index: 1935-1939==100; U. S. Bureau of Labor Statistics 





1946 1947 1948 1949 
January 129.9 170.9 
February 7: 169.2" 
March “ y 
April y 4 " 
May E Y . 
June 4 : 4 
July R . , 
August ls . . 
September 145-9 163.8 174-5 
October 148.6 163.8 173-6 
November 1§2.2 164.9 172.2 
December 153-3 167.0 171.4 


* Approximation; figure from quoted source not available. 
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WEEKLY AVERAGES SELECTED WEEK Latest Previous YEAR 
1939 1948 BUSINESS INDICATORS ENDED WEEK WEEK Aco 
102 170 Steel Ingot Production Mar. 7 187 185 174 
Ten Thousand Tons 
76 111 ‘Bituminous Coal Mined = Mar. - 5 103 108 130 
Hundred Thousand Tons 
13 101 Automobile Production Mar. 5 112 110 117 
Thousand Automobiles 
31 53. Electric Power Output = Mar. 5 56 56 53 
Ten Million K.W. Hours 
65 82 Freight Carloadings Mar. 5 71 69 79 
Ten Thousand Cars 
109 304 Department Store Sales Mar. 5 243 232 266 
Index Number 
77 165 Wholesale Prices Mar. 12 159 159 161 
Index Number 
74 211 Bank Debits Mar. 5 225 176 229 
Hundred Million Dollars 
76 285 Money in Circulation Mar. 1 276 276 280 
Hundred Million Dollars 
219 101 Business Failures Mar. 24 166 210 101 
Number of Failures 
and shares held in savings and loan this year. And it was more than five 


institutions were accompanied by in- 
creases in the purchasing of series E 
bonds. This may reflect long-term in- 
vestment planning. 

Stock prices fluctuated irregularly, 
but within a narrow range during early 
March. Trading volume remained be- 
low the million-share mark. The vol- 
ume of shares traded on the New York 
Stock Exchange during the 22 trading 
days of February was the lowest for 
the previous six months. It was slightly 
above the level of a year ago. Stock 
prices declined somewhat in the early 
part of February. Although they in- 
creased toward the close of the month, 
the gains generally did not offset the 
earlier declines. 

The monthly average of the Dow- 
Jones index of 30 industrial stock prices 
was 174.46 in February; it represented 
a decline of nearly two points so far 


Wholesale Commodity Prices 
Index: 1926100; U. S. Bureau of Labor Statistics 

1948 

165.7 


1949 
160.6 
158.2° 


1947 
142.0 
145-2 


1946 
107.1 
107.7 
108.9 


January 
February 
March 
April 

May 

June 

July 
August 
September 
October 
November 
December 


* Approximation; figure from quoted source not available. 
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points below January's 179.75. 


Picas 


ing the early February declines and 
approached the January levels. Grain 
prices fluctuated mildly within a nar- 
row range; meat prices advanced mod- 


Wholesale food prices re- 
covered somewhat follow- 


erately. 

The prices of some building materials 
and metals were reduced somewhat. 
Trading in textiles was generally slack 
and prices were irregular. Cotton fu- 
tures dipped slightly as a result of the 
greater than anticipated decline in the 
mid-February parity price. The de- 
mand for wool remained limited. 

The Dun & Brapstreet Daily Whole- 
sale Price Index was 258.81 on March 
8. This was about 4 per cent below 
the 1949 high of 269.81 registered on 
January 5; and it was about 6 per cent 
below the 275.49 of a year ago. 


Industrial Stock Prices 


Monthly Average of Daily Index. Dow-Jones 





1946 1947 1948 1949 

January 199.00 176.10 176.26 179.75 
February 199.46 181.54 168.47 174.46 
March 194-37 176.66 169.94 
April 205.81 171.28 180.05 
May 06.63, 168.67 186.38 
June 
July . 
August » 
September \ . : 
October ki y ‘ 
November 168.94 181.42 176.60 
December 174.38 179.18 176.31 
Based on closing prices of 30 industrial stocks. 
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throwing 





your 
business 
in an 


incinerator... 


.. Lf you trust 


ORDINARY METAL FILES 
to protect any vital records 
against FIRE! 


Records have been burned! . .. Businesses have been 
ruined! ... Will yours be next? 

Fire insurance cannot be collected without proof of 
loss records. More important, you could not keep 
your business operating without essential ledgers 
and papers. So, don’t trust ordinary metal files 
that cremate records instantly in a fire. 

4 out of 10 businesses that suffer a complete 
burn-out never reopen. Don’t let that happen to you! 








HERE’S POSITIVE PROTECTION . . . | 





Mosler Insulated Record Containers. They provide 
constant, on-the-spot protection of a one-hour 
Underwriters’ Laboratories, Inc., Class C, tested and 
approved safe—plus the convenience of a modern, 
efficient filing system. Insulated receding door 





Safe, efficient Mosier locks over file drawers. Fire just can’t get in... 
Record Containers come yet, you can have this invaluable protection at a 
in a variety of durable : se “ 

finishes to harmonize surorisingly modest price. 

with your office. Why take chances? See your Mosler dealer now 


and be sure. Send for booklet ‘‘Mosler Insulated 
Record Containers.”’ 


ge Mosler Safe. 


Main Office: 320 Fifth Avenue 
New York 1, N. Y. 


Dealers in principal cities 
Factories: Hamilton, O. 


FILL OUT AND MAIL—TODAY! 
Feeoeoeeeoeeoesooeoresss i a aa i i ete | 
The Mosler Safe Co., Dept. R 
320 Fifth Ave., New York 1, N. Y. 
Please send me: 


(_] The new free booklet ‘‘Mosler Insulated Record 
Containers.” 


(] The Name of my nearest Mosler Dealer. 


Largest Builders of Safes and 
Vaults in the World 
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Consumers’ prices continued to dip 
very slightly; declines were evident 
chiefly in foods and house furnishings. 
Numerous household appliances were 
marked down substantially. Many 
types of apparel were lower priced 
than a year ago and quality was often 
improved. 


5 Total personal income 
MCOME dipped slightly in Febru- 


ary due to the dip in employment and 
the declines in farm prices. It remained 
somewhat above that of a year ago, and 
well above pre-war levels. The Gov- 
ernment price support program miti- 
gated the effects of lower farm prices 
so that farm cash income was sustained 
at a high level. 

A decline in the average weekly earn- 
ings of factory workers during January 
was attributed mainly to reduced work 
schedules. Factory pay averaged $54.77 
per week in January; this was 33 cents 
below the December all-time high of 
$55.10. The work week decreased to 
39.6 hours from 4o hours; it was one 
hour less than the levels of January 1947 
and 1948. 

Earnings of workers in the durable 
goods industries continued to exceed 


WHOLESALE Foop Price INDEX 


The index is the sum total of the price per pound of 31 


foods in general use. It is not a cost-of-living index: 
Latest Weeks Year Ago 1949 

Mar. 15..$5.79 Mar. 16..$6.70 High Jan. 4..$6.12 
Mar. 8.. 5.81 Mar. 9.. 6.61 Low Feb. 8.. 5.66 
Mar. 1.. 5.78 Mar. 2.. 6.70 1948 

Feb. 22.. 5.78 Feb. 24.. 6.61 High July 13. .$7.36 
Feb. 15.. 5.70 Feb. 17.. 6.76 Low Dec.14.. 6.21 


Datty WuHo.rsaLe Price INDEX 


The index is prepared from spot closing prices of 30 basic 
commodities (1930-1932=100). 
Week 
Ending Mon. Tues. Wed. Thur. Fri. Sat. 
Mar. 12.. 259.18 258.81 257.49 257-52 256.65 256.43 
Mar. 5.. 260.04 259.41 259.22 259.35 258.94 259-57 
Feb. 26.. 257.41 Holiday 259.15 258.69 260.05 260.04 
Feb. 19.. 257.59 258.61 258.40 258.51 258.13 257.12 
Feb. 12.. 257.65 254.74 250.73 253-04 253.84 H'day 

BANK CLEARINGS 
(Thousands of dollars) 
-———-February y 
1949 1948 Change 
Total 24 Cities... 23,946,926 24,367,084 — 5.7 
New York........ 26,388,175 27,546,815 — 4.2 
Total 25 Cities... 50,355,101 51,913,899 — 3.0 
Average Daily.... 2,287,959 2,359,723 — ae 
New Business INCORPORATIONS 

GEOGRAPHICAL Jan. Dec. Jan. Jan. 

REGIONS: 1949 ©1948 1948 1947 
New Eawland: isc ccecscace 500 738 689 915 
Middle Atlantic........... 2,868 2,391 3,686 4,252 
East North Central........ 1,341 1,199 1,909 2,323 
West North Central....... 409 403 577 588 
Boneh AGGIE. 6cscsccccce 1,080 1,073 1,552 1,629 
East South Central........ 236 225 372 434 
West South Central....... 508 414 692 450 
MOUMIAIM. occ casicsccscesos 264 284 409 390 
PORE snccesesdeanunesne 700 694 1,114 1,131 
Total U. Besssssvesycosas 7,906 7,421 11,000 12,112 





Vo save dolars...iv making contact photocopies 





for photocopying. It cuts production costs 
...and at the same 

time assures 

improved results. 


Kodagraph Contact Paper 





Results . . . new to photocopying. Your office 
work is reproduced in dense photographic blacks, 
clean whites ... every detail sharp and clear. 
Furthermore, your Kodagraph Contact prints 
have a high-quality, Kodak-made paper base 

... that will not buckle or curl... that adds to 
your convenience in reading, filing, mailing, 


or binding. 


EASTMAN KODAK COMPANY 
Industrial Photographic Division 
Rochester 4, N. Y. 


“Kodak” is a trade-mark 


by simply using low-cost 
Kodagraph Contact Paper 
... created by Kodak specifically 


You can start working wonders 
—from a budget point of view— 

with your present contact 
photocopy machine. Start... Economies . . . new to photocopying. 


----- 5 





























Kodagraph Contact Paper has wide 
latitude . . . which eliminates the need for 
split-second timing in exposure and 
processing. And its great uniformity —from 
; sheet to sheet, package 
to package—allows 
high-speed production 
without time-outs for 
trial and error testing. 


See the difference yourself... the savings, 
the improved results that are yours when you 
start using Kodagraph Contact Paper in your 
present machine. 


A new, illustrated 
booklet describes the 
advantages in detail. 
Write today for “The 
Big New Plus.” It’s 
free. 


Kodagraph papers 
















Eastman Kodak Company 
Industrial Photographic Division 
Rochester 4, N. Y. 

Please send me a free copy of “The Big New Plus”—your booklet about 
Kodagraph Contact Paper and the other papers in this great new Kodak 
line. I have (J contact printer 1) direct process [] blueprint equipment. 


Name 





(please print) 





Department 


Company 





Street 





City 





State 














As we 
«| begin our 
next 


Mone 


69 years 











SIXTY-FIVE YEARS AGO (April 14, 1884) a group of 
men with uncommon vision and foresight, recognizing 
the growing need for Corporate Suretyship, launéhed 
an entirely new enterprise, the American Surety 
Company of New York — the first company formed in 
the United States to devote itself solely to the writing 
of Surety Bonds. 

Since that date, Corporate Surety Bonds have 
become a vital and increasingly important part of 
modern business practice. Now, in 1949, the Company 
with its affiliates celebrates a period of service and 
progress that spans an average lifetime. During these 
years its service has expanded so that today, through 
agents and brokers throughout the United States, 
Canada, and Mexico, the American Surety Group offers 
a broad range of Casualty, Surety and Inland Marine 
insurance protection for industry and commerce, 


institutions, homes and individuals. 


The American Surety Group symbolizes the spirit of 
free enterprise which has made our people the most 
independent and the best protected in the world. 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 


100 Broadway > 
CANADIAN SURETY COMPANY 


Dun’s REVIEW 26 


AMERICAN SURETY GROUP 


SURETY FIRE INSURANCE COMPANY 
New York 5, N. Y. 


COMPANIA MEXICANA DE GARANTIAS 
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those of employees in nondurable goods 
lines. Weekly pay in durable goods 
factories averaged $59.26; it was $49.98 
in nondurable goods lines. 

Receipts from farm marketings 
amounted to $2,538 million in January 
1949; Government payments added an- 
other $16 million to the farmers’ in- 
come. Farm cash receipts totalled 
$2,740 million in December 1948; Gov- 
ernment payments accounted for $10 
million of this. The net income of 
farm proprietors in 1948 amounted to 
$18.2 billions as compared with $15.7 
billions in 1947. 
a Business failures rose 

“ sharply in February to 


685, the highest total in any month 


since 1942. The increase from January 
was considerably steeper than the usual 
seasonal rise for February; it brought 
casualties some 64 per cent above the 
same month of 1948. Despite the up- 
trend, however, concerns failing were 
about two-thirds as numerous as in 
February 1940 when there were 1,042 
business failures. 

Dun’s Farture Inpex, which repre- 
sents the failure rate adjusted for sea- 
sonal variation and projected to an 
annual basis, showed 29.8 casualties per 
0,000 enterprises in operation. This 
was markedly higher than the previ- 


| ous February’s rate of 19.5, but was 


about one-half the 58 per 10,000 re- 
corded in the corresponding month of 
1940. 

The liabilities involved in February 
failures increased to $27,567,000 from 
$19,159,000 in the initial month of 1949. 
Although falling short of the post-war_ 
peak reached in December last year, 
losses were the heaviest for any Feb- 
ruary since the depression year 1933. 
Casualties in all size groups increased, 
but the rise from 1948 was sharpest 
among the smaller businesses with lia- 
bilities under $100,000. Over one-half 
the month’s total failures, 357, had losses 
of $5,000 to $25,000. While concerns 


BurtpiInc Permit VaLturs—215 Cirtirs 


Geographical r— February, % 
Regions: 1949 1948 Change 


New England........ $8,129,918 $8,141,187 — o.1 


Middle Atlantic. ..... 73,570,480 53,277,733 + 38.1 
South Atlantic. . 23,598,851 22,631,690 + 4.3 
East Central. 35,260,200 38,965,760 — 9.5 
South Central 39,980,726 41,558,175 — 3.8 
West Central 10,925,903 8,246,656 + 32.5 
Mountain . 4,576,587 6,544,474 30.1 
Pacific .. : 48,152,886 56,425,047 — 14.7 
NATE Bic core a0 cevows $244,195.551 $235,791,622 + 3.6 
New York City....... $51,217,797 $37,805,315 + 35.2 


Outside N. Y. City... $192,977,754 $197,806,307 





How Hard Can You Work... 
to Get Fired ? 











“Im the Chap 
who wants to know 


“Night after night I come back to the office after dinner . . . to finish up 
odds and ends I can’t manage during the day. I'm just as efficient as the 
next guy, but mo one can do a good day's work in a noisy office. I can’t con- 
centrate, get jumpy and nervous and keep making ‘careless’ mistakes. And 
here's the payoff! Now I get told that I’m costing the company far too 


>? 


much overtime, to cut it out... ‘or else’! 





“Im the Fellow Po: 
who can tell you! Se 


“Keep your job, Mister, and do a day’s work without overtime! Tell your 
boss that spending a /itt/e to quiet the office will save him a /of on overtime 
pay. Tell him Sound Conditioning work can be done without interrupting 
office routine. By calling me in, he'll cut personnel turnover and get greater 


efficiency from his entire staff. Why me? 





“I'm a member of the largest and most experienced Sound Conditioning 
organization in the country. Acousti-Celotex has completed over 200,000 
ceiling installations...more than any other company in the business. 
We have the correct materials for every kind of Sound Conditioning job. 
If you are interested in increasing production efficiency, I'd like to give 


you a free analysis.” 


GUARANTEED 


nationwide organization and quality-proved products which en- 
able your distributor to gvarantee his work, his materials, his Sound 
Conditioning techniques. For the name of your local Acousti- 
Celotex distributor in the U.S. or Canada and a FREE copy of the 
informative booklet “25 Questions and Answers on Sound Con- 
ditioning,” write to The Celotex Corporation, 120 S. La Salle St., 


Offices, stores, schools, banks, churches, and factories from coast to 
coast are already enjoying the benefits of modern Sound Condi- 
tioning. Acousti-Celotex Tile, for example, can immediately in- 
crease personnel efficiency up to 10%, cut employee turnover, save 
time and money . . . daily! And you can paint Acousti-Celotex Tile 
repeatedly, without reducing its superior sound absorbing efficiency! 

Celotex has back of it the years of scientific research, the Chicago 3, Illinois. 


Acousn-(etorex 


REGISTERED 


FOR OFFICES » FACTORIES » BANKS + SCHOOLS + CHURCHES + STORES + HOTELS +» AND HOSPITALS 
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‘shoe leather 





your salesmen’s 






-.. cut your selling cost 


If you sell industrial products, each call a salesman makes 
costs you from $7.50 to $10. At that rate your problem is to 
get your salesmen to spend more of their time with the 
ready-to-buy prospects. 

How do you find those prospects? By making it easier for 
them to find you. Here’s how Sweet’s helps you do that: (1) 
By distributing your catalog to the hand-picked organiza- 
tions and individuals who represent the bulk of buying power 
in your market. (2) By keeping your catalog constantly at the 
finger-tips of those people so they can refer to it at the time 
they are ready to buy. (3) By acting as consultants in the de- 
signing of the right kind of catalog. 

The cost to you for this service is surprisingly low. Catalog 
preparation, printing, filing and distribution averages less 
than 2¢ per page. 

Wouldn’t you like to have a Sweet’s man show you exactly 
how this service works? 


Giiecis 


CA FOAL OG SFE ws. 


Puts your catalog into the buyer's hands when he's ready to buy 


119 WEST 40th STREET, NEW YORK 18, N. Y. 
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succumbing in the $25,000 to $100,000 
class were not as numerous, they 
reached their highest total, 175, in over 
sixteen years. 

Retail failures totalled 318 in Febru- 
ary, almost double the number a year 
ago and the highest level since 1942. 
The 170 casualties in manufacturing 
also were the most since 1942, but their 
increase from 1948 was relatively mild. 
In wholesale trade go businesses failed, 
about one and one-half times as many 
as in the preceding February and the 
largest number in this trade since early 
1941. Construction and commercial ser- 
vice had 63 and 44 casualties respec- 
tively; failures in these two industry 
groups were somewhat less than in the 
latter months of 1948. 


THe Far_ure RecorD 





Feb. Jan. Feb. P.C. 
Dun’s Farture INpEx* 1949 1949 1948 Chg.t 
Unadjusted . ......e0 35.2 25.7 23.0 + 53 
Adjusted, seasonally.. 29.8 23.8 19.5 + 53 
NUMBER OF FAILURES... 
685 566 417 + 64 
NuMBER BY Sizr oF Dest 
Under $5,000. ....... 108 85 61 + 77 
$5 ,000-$25,000.. 357 323 215 66 
$25 .000-$100,090 175 12 10 5 
$100,000 and over.... 45 32 4r + 1 
NUMBER BY INDUSTRY GROUPS 
Manufacturing ...... 170 129 151 + 13 
Wholesale Trade..... 90 76 35 +157 
Retaul Trade. s occiee 318 267 165 + 43 
Construction ......+. 63 53 22 +156 
Commercial Service.. 44 41 44 


(Liabilities in thousands) 


Current Liapitities.... $27,567 $19,159 $25,619 + 8 
TorTaL LIABILITIES..... ° 27,695 19,159 26,338 + 5 





* Apparent annual failures per 19,000 enterprises, former- 
ly called Dun’s INsotvency INDEX. 
+ Per cent change of February 1949 from February 1948. 


Faiturets By Divisions OF INDUSTRY 








Number Liabilities 

(Current liabilities in 7Jan. - Feb. Jan. - Feb. 

thousands of dollars) 1949 1948 1949 1948 
MINING, MANUFACTURING... 299 259 23,634 (24,789 
Mining—Coal, Oil, Misc.... 5 3 565 138 
Food and Kindred Products 32 25 1,185 1,054 
Textile Products, Apparel... 50 22 92,937 728 
Lumber, Lumber Products.. 46 41 4,666 2,063 
Paper, Printing, Publishing. 15 9 604 515 
Chemicals, Allied Products. | 8 185 126 
Leather, Leather Products... 17 9 584 416 
Stone, Clay, Glass Products. 7 6 189 108 
Iron, Steel, and Products... 21 17 2,090 = 3,429 
MOCRUMEEN. . .ciccniercceuse 40 50 6,071 11,728 
Transportation Equipment. . 12 II 1,578 656 
Miscellaneous ......eccee ee 47 58 2,980 3,828 
WHOLESALE TRADE. ...+s06 ee 166 78 6,085 3,051 
Food and Farm Products... 44 21 2,259 «1,075 
Apparel .....0. pienso sue’ 8 3 146 160 
DEF GOGES. 6 0000s vcviscecee 5 I 84 12 
Lumber, Bldg. Mats., Hdwr. 16 6 586 261 
Chemicais and Drugs....... 9 2 173 81 
Motor Vehicles, Equipment. 9 3 266 73 
Miscellaneous . ccccsseseee e 75 4a 2js7t 1,289 
RETAIL TRADE. ..cccccce coos 585 318 10,569 6,247 
Food and Liquor.......-+++ 126 74 1,607 808 
General Merchandise. ...... 32 12 344 192 
Apparel and Acccssories.... a 5 1,866 1,217 
Furniture, Furnishings. . ... 77 33. «1,738 658 
Lumber, Bldg. Mats., Hdwr. 33 21 499 457 
Automotive Group. ........ 46 29 822 635 
Fating, Drinking Places.... 101 54 2,384 1,384 
Drug Stores. « cccccsccccces 14 3 307 148 
Miscellaneous . ..+s-+ee “ 65 37 «1,002 658 
CONSTRUCTION. ...ccccccccce 116 45 4,368 2,807 
General Bldg. Contractors.. 49 18 2,978 2,223 
Building Sub-contractors. .. 58 25 ~=«+1,160 532 
Other Contractors.....++e06 9 2 230 52 
COMMERCIAL SERVICE. « seece 85 93 2,070 ~=1,690 


1949 


“So your 


INVENTORY COSTS 





-.. Here’s how 
WE got out 


from under!... 








“THE PROBLEM OF EXCESS STOCKS was 
giving us plenty of headaches. No won- 
der! In dollars, our inventories had 
swelled to 245% over our best pre-war 
year... yetour sales had increased scarcely 
half that much during the same time. 


“WHY WE CHOSE KARDEX VISIBLE. 
After seeing all kinds of systems in use 
in companies similar to ours, we decided 
unanimously on Kardex Visible. It not 
only gives us our 3 “musts” but requires 
a lot less clerical effort. And the change- 
over was easy— Remington Rand instal- 
lation experts handled the whole job.” 





Dun’'s REVIEW 


“DRASTIC ACTION NEEDED! But... when 
we cut back our buying commitments we 
soon found our stocks running danger- 
ously low on many popular items. Puzzle: 
How to maintain balanced stocks . . . not 
too much, not too little of each item. 


“ONLY SOLUTION—A NEW SYSTEM. 
3 “Musts” were apparent (1) The system 
would have to simplify our inventory data 
(2) Warn us unfailingly of threatened 
understocks or overstocks (3) Assure 


proper ratios among stock items. 





Learn the newest, proved-in-use, 
simplified methods of control- 
ling inventories . . . your own 
stores of raw materials, parts or 
supplies, as well as finished goods 
for resale. Phone our nearest of- 
fice or write Systems Division, 
Room 1110, 315 Fourth Ave., New 
York 10, N. Y. for your free copy 
of Book No. KD 375. 





\ Copyright 1949, by Remington Rand Inc, 


( Send for this Free Book Today: 


“HOW TO GET PROFITS FROM INVENTORIES” 





2 a 5 Rand 


THE FIRST NAME IN BUSINESS SYSTEMS 
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ROL-DEX lateral file 


fix responsibility, measure 


Set work standards, 
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ROL-DEX cross-file 


Easy Rolling 


ELIMINATE tiring non-productive lifting, 


Ball Bearings Y 


walking, stooping, standing. 


Use Your Present Folders or Cards... 
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record keeping costs 


No forms too large or small, Hundreds of f 
every size have cut active 


with Rol-Dex, 


Easy Rolling 
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v.of Watson Mfg. Co., Inc. 
Jamestown 3, New York 


ROL-DEX ° 











HERE 
and 
THERE 





Packaging—A thin paper tape 
whose tensile strength of 180 pounds 
per inch of width enables it to take 
its place with metal strapping and rope 
in heavy duty packaging, has been de- 
veloped by the Minnesota Mining and 
Manufacturing Company. Strength 
of the tape is due in part to reinforcing 
the paper backing with threadlike 
fibers running lengthwise. 

Provided with a_pressure-sensitive 
adhesive which immediately grips on 
contact, the tape is designed for packag- 
ing metal pipes, conduits, rods, rolls, 
sheets, coils, fitting, and tubing; and 
is suitable for packaging stoves, cabi- 
nets, and other household products; 
window frames, doors, trim, and other 
structural components; plastic sheets, 
tubing, and rods; plate glass; chains; 


and so on. 


Defects in Metal—Instantancous 
detection of minute defects in raw or 
finished metals which range in thick- 
ness from less than an inch to more 
than 25 feet, is provided by the “Ultra- 
sonic Reflectoscope,” manufactured by 
Sperry Products, Inc., Danbury, Conn. 

The widest general application of 
the machine is in the testing of metals 


before they are machined or fabricated 
It is used by some steel 


into parts. 








Clearly seen in this view of the Sperry Ultrasonic 
Reflectoscope are the viewing screen and the 
searching unit at the end of the cable which 
contains a square, ground quartz crystal for | 
transmitting ultrasonic vibrations to the material 
under test and picking-up reflected vibrations. 
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under | 
control ? 


Oi masehtaserlimalliaaertac 
matters of survival in times 

of rising prices and growing com- 
petition. 


1) Does 


vide 


your Cost System pro 


accurate, dependable 


costs promptly 


2) Are sales, manufas 


finances, coordinated by a 


Budget System 


turing, 


sound 


3) Are Production Schedule 


efficiently planned and 


control.ed 


4 Fane ntorles 


effectis procurement 
material control pro¢ Yetbhactme 


with 


in balance, 


ind 


assist 


EBASCO consultants can 
you on your accounting and 
plant procedure problems —or 
in developing a completely 
integrated system of planning 


and control 


If you'd like 
of EBASCO’ 


services as 


ered 0008) (cia emolenan bela 

individu ilized } 
engineers, con 
onsult 


tors, and business ¢ 


struc 
ants, write for our booklet ‘“The 
Inside Story of Outside Help”’ , 


We'll send it. to you promptly 


EBASCO 


SERVICES 


INCORPORATED al 


a ERASED 


7 


Two Rector Street 


New York 6 ae % 
New York 6, N. Y al aad 
Appraisal - Budget - Business Studies - Consulting Engineering 
Design & Construction - Financial - industrial Relations 
Inspection & Expediting - Insurance & Pensions 
Purchasing - Rates & Pricing - Research - Sales & Marketing 
Systems & Methods - Taxes - Traffic 





manufacturers for quality control of 
raw steel. It also has various applica- 
tions in testing forged, welded, and 
machined parts. 

Starting as a device weighing several 
hundred pounds, the Reflectoscope has 
been reduced to an 85-pound machine 
which is only 18 inches long, 16 wide, 
and 22 deep. It consists basically of 
an oscillator, a quartz crystal searching 
unit, an amplifier, and a cathode ray 
oscilloscope. 

The Reflectoscope sends ultrasonic 
vibrations through the material under 
test and measures the length of time 
which it takes for these vibrations to 
penetrate the material, reflect from the 
opposite side, or an internal defect 
(such as a tiny crack, cavity, or foreign 
particle), and return to the sending 
point. The consequent pattern, which 
is produced on an oscilloscope screen, 
furnishes a visual indication of the 
location of any defects which may be 
present. 


In operating the Reflectoscope, the | 


quartz crystal searching unit, connected 
to the instrument through a coaxial 
cable, is applied to a relatively smooth 
surface of the material under test after 
the surface has been coated with a light 


film of oil to improve sound transmis- | 


sion. As the searching unit is moved 

over the material, the oscilloscope pat- 

tern is watched by the operator. 
Westinghouse Electric Corporation 


engineers use the Reflectoscope as one 


step toward assuring flawless quality 
in their big electric generators. The 
Erie Railroad employs this apparatus 
to test locomotive driving axles and 
crankpins for fatigue cracks. 

By using an angle type of searching 


unit with the Reflectoscope, tests may | 


be made of continuous welds in tanks 
or pipes. 


Payroll Computer —Facilitating | 


the calculating of irregular hour and 


overtime payrolls for small and me- | 
dium-sized companies is “The Hour- | 


master,” a slide rule marketed in West- 
field, N. J. The setting of two slides 
is all that is necessary to calculate a 
worker’s daily payroll hours from the 
time sheet, eliminating both the possi- 
bility of mathematical error and the 
time involved in calculations. The net 
hourly time is shown with the minutes 
in decimal parts of the hour. 





It's not surprising that many leading manufacturers, like 
The Garlock Packing Company, for example, have found 
that fire protection by Vidomalic Sprinkler earns divi- 
dends in dollars as well as in safety. The first buildings of 
this multi-structure facility were sprinklered back in 1923 
and the initial cost of installation has long since been 
amortized. Subsequent new construction has also come 
under the vigilance of (ilomalic’ Sounkley protection, 
an investment in safety that can’t be beat. 

Like Garlock, your business too, is in a position to 
realize the money saving advantages of fire protection by 
Clomid Gprinkley, and you'll find the following facts 


worth keeping in mind: 


1. Over a half century of background in the design, 
manufacture, engineering, installation and mainte- 
nance of all types of sprinkler equipments, qualifies 
Milomilie Sorinklers \eadership in the science of 
fire protection. 

Liilomalic Sounklery devices and systems are de- 
signed to the individual requirements of business, 
commercial and industrial alike, and are approved by 
all leading insurance authorities. 


‘Talking over’ the safety and investment advantages 


of “iilomiile Sprinkler involves no obligation on 
your part and surveys and estimates are cheerfully 


furnished without cost or obligation. 


N 


w 
. 


“AUTOMATIC” SPRINKLER CORPORATION OF AMERICA 
YOUNGSTOWN 1, OHIO 
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+00 Uulemalié Sprinter protected, of course! 


WN 


lorld’s largest exclusive manu- 
facturer of mechanical packing 


/ 








TYPICAL 
Cilomalic Gprunkley 
PROTECTED PROPERTIES 


Industrial Plants 
Storage - Warehousing 
Mercantiles 
Piers - Wharves 
Aviation Properties 
Hospitals. - Institutions 
Hotels - Apartments 
Schools - Colleges 
Offices - Public Buildings 


Uilomili? FYRE-FOG 
provides positive protection 
for severe fire hazards 





qt or * 
FOR INVESTMENT | PROTECTION 
ENT INEERING MANUFACTURE - INSTALLATION 


| OFFICES IN PRINCIPAL CITIES OF NORTH AND SOUTH AMERICA 














highly polished floors in his offic 
This fast-moving booklet follows 
Mr. Higby as he probes into the 
little-known subject of floor care. 
He asks (and you learn the an- 
swers to) questions you've prob- 
ably wondered about yourself: 
e@ why your floors need wax- 
ing so often 
e why they get slippery 
e how much floor-care really 
costs 
You'll find the explanations re- 
vealing . . . in some cases, star- 
tling. You'll also learn how the 
j Legge System's personal engi- 
| neering plan helps you maintain 
your floors scientifically with 
Non-Slip safety ... and saves you 
money in the bargain! 





DETERIORATING FLOORS 





This new booklet 


reveals CAUSE and CURE 


Here’s 10 minutes of eye-opening reading . . . the actual story of a 
company president (we call him Mr. Higby) who flopped on the 


e, and wanted to know why. 


How to make floor dollars 
work harder 


Many executives learned how to 
slice overhead costs from an 
earlier version of Mr. Higby 
Learned About Floor Safety the 
Hard Way. This up-to-date edi- 
tion is even more informative... 
a complete executive handbook 
on the safe-and-sound care of 
floors. Now . . . before you spend 
another unnecessary floor dollar 

. send the coupon for your 
free, no-obligation copy. Walter 
G. Legge Company Inc., New 
York 17, N. Y. Branch offices in 
principal cities. 





JUST CLIP THIS COUPON TO 
YOUR LETTERHEAD AND MAIL 


LEGGE 


of Non-Shp Floor 


Maintenance 











Walter G. Legge Co. Inc. 

101 Park Ave., New York 17, N. Y. 
Please send me a free, no-obligation 
copy of your Mr. Higby book. 























The light plastic rule, measuring 
3% by 10 inches, is graduated into 
5-minute intervals for the 12 hours 
round the clock. Operation of the scale 
may be illustrated by assuming the start- 
ing time as 6:33 (6:35 in nearest 5- 
minute intervals); lunch period, 30 
minutes; and finish time, 4:19 (4:20 in 
nearest 5-minute intervals). It is mere- 
ly necessary to set the 30 on the time out 
scale to line up with 6:35 on the starting 
scale and to move the finish time slide 
to line up 4:20 with o on the time out 
scale. This gives a reading of 9.25 as 
the hours worked for the day. 


Frozen Carloads—Coal, gravel, or 
similar materials which have frozen in 
steel railway cars may be thawed out 
with the “De-Icer Car Thawer,” manu- 
factured by the J. C. Corrigan Com- 
pany, Inc., Boston. Heat, applied to 
the entire width of the car, causes the 
contents to flow freely. 


Sales Appeal—Reproduction in 
true colors possessing brilliance and 
depth which will increase the sales ap- 
peal of any type of packaged goods is 
provided in a new method of printing 
folding cartons, announced by the 
Robert Gair Company, Inc., manufac- 
turers of folding cartons and shipping 
containers. 

Printing presses have been adapted 
for the sheet-fed gravure printing of 
paperboard as distinguished from the 
web-fed gravure method which is in 
common use to-day. Previously, sheet- 





The control side of the two-color sheet-fed gravure 
press. The paperboard sheets originate from a 
pile in front of where the man at the controls 
is standing. The sheets, after being printed on 
the left, cross the top of the machine under 27 
fans, which speed up drying, to a delivery pile 
at the opposite end. The worker at the left 1s 


| filling one of the two ink fountains and stixring 


Signed 

: Title 

' Type of floor : 

i 0 ee D-As 1 

‘ eT | 
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the ink to the proper consistency before the 
press is started. 



































The savings you make... through 
the magic of Recordak microfilming! 


You save space with it. The contents of dozens of 
four-drawer letter-size file cabinets—recorded on rolls 
of microfilm—will fit in one Recordak Film File. 


You save time with it. Film files are easily kept close at 
hand for speedy reference . . . and each filmed item is easily 
read, enlarged on the screen of the Recordak Film Reader. 


You save work with it. To “record” documents, you simply 
feed them into the Recordak Microfilmer. They’re photographed 
automatically—60 or more a minute when you feed by hand... 
up to 125 per minute with the Recordak Automatic Feeder. 

You save money with it. One thousand letter-size forms can be 
recorded on less than 60 cents worth of film. 

Only an inkling, this, of the savings Recordak microfilming 
brings to basic business systems. For a broader idea of its scope, 
write to Recordak Corporation (Subsidiary of Eastman Kodak 
Company), 350 Madison Avenue, New York 17, N. Y. 


=RECORDPK 
(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming— 
and its application to business systems 





“Recordak” ts a trade-mark 
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Genera Tal Product Protection 
ee QAMABS HAHN Had. 


VS 
Wy SEL AMES. 






























No dents—No chips—No scratches 


... and No costly complaints! 




















Porcelain enameled products, highly finished wood products . 
products of all kinds get positive protection—inside and outside— 
when packed in General Engineered Shipping Containers. And, 
here’s why: 

General Boxes are laboratory-designed to the specific product. 
This means that they are also lightweight, compact, and extra 
strong. They are easy to assemble quickly—frequently right on 
your production line. 

Our engineers will be glad to help cut your packing and shipping 
costs. Write for facts today. Also send for your copy of THE 


GENERAL BOX. 





Our two Designing and 





Testing Laboratories are 
available for the im- 
proved packing of your 
products. They are equip- 
ped with the most mod- 
ern testing apparatus and 
staffed by experts with 
many years of experience 
in designing more efh- 
cient shipping con- 
tainers. 





GETETAL sox company 


pxkwxx * ye engineered 


shipping containers 
GENERAL OFFICES: 534 N. Dearborn St., Chicago 10. 
DISTRICT OFFICES AND PLANTS: Brooklyn, Cincinnati, 
Detroit, East St. Louis, Kansas City, Louisville, Milwaukee, 
New Orleans, Sheboygan, Winchendon, Natch 


Conti 4, 1 Box C Pp 











y, inc.: H , Dallas. 





General Cleated 





General General General General Generalift 
Wirebound Nailed Box Corrugated Corrugated All-Bound Box Pallet 
Crate Ox Container 
Sn AeA A = a ee 
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fed gravure printing was used only for 
fine art types of reproduction and the 
presses adapted only for printing on 
paper. 

Sheet-fed gravure printing gives ex- 
ceptionally faithful color maneibetiais 
on paperboard of subjects drawn or 
photographed. 

Two of the new presses are in pro- 
duction in the company’s largest fold- 
ing box plant at Piermont, N. Y. This 
method of quality printing is suitable 
for the usual range of packaging—from 
a blanket carton on down to a tiny box. 
It is considered most suitable, however, 
for medium-sized boxes on which it is 
desired to reproduce pictures with true 
color values. 

The new gravure is already planned 
for the cosmetic, food, and many other 
fields where realistic and artistic re- 
production of the commodity or its 
use on the carton, aids in sale of the 
product. 


Catalogs by Offset—A simple and 
time-saving method of preparing for 
offset reproduction, pages of catalogs, 
directories, lists for inventory purposes, 
and so on, is being marketed by Rem- 
ington Rand Inc. 

In the “Flexoprint” plan, which Rem- 
ington Rand has had under test for the 
past ten years, the text is typed on cards, 
one for each item or name. The over- 
lapped cards are assembled on panels, to- 
gether with the necessary photographs 
and page headings. Reproduction 
negatives and plates are then prepared. 

Remington Rand claims no origi- 
nality for the idea of photographing 
overlapping cards, but for the refine- 
ments of the plan which permit exact 
spacing of the lines so that there is 
always a uniform number of lines oc- 
cupying the same vertical height on 
each page. Accuracy is maintained to 
the one-thousandth of an inch. Also, 
originality is claimed for the method of 
group transferring cards from column 
te column or page to page, made nec- 
essary by additions, changes, and dele- 
tions between printing. 

The idea is to maintain the card 
changes as a daily routine so as to be 
prepared to go to press at any time 
with a catalog or parts list. The alu- 
minum panels to which the cards are 
afixed have stainless steel runways, 
over which the die cut ears of the Flexo- 


















Outstanding 
Accomplishment 





























Security CRESTLINE Filing Cabinets 


Here is an “A” Grade file line with those plus features that make it an 





outstanding accomplishment in the office furniture field. The development of 
CRESTLINE has been a thorough process of exceptional designing and 
meticulous workmanship ... no more functionally efficient file has ever been 
produced. Feature after feature mark CRESTLINE File as the choice of 
those who demand better quality equipment that will meet the needs of today 
and the increased requirements of tomorrow. 
As with the entire line, CRESTLINE Files measure up to every specification 
implied in the slogan: For an individual unit, or a complete office installation 


... look first to the finest .. . to Security CRESTLINE. 





i] ' 

' SECURITY STEEL EQUIPMENT CORPORATION '! 

Receive all the facts about . 25 Middlesex Ave., Avenel, New Jersey : 
CRESTLINE Files by sending for ' Please send me the folder titled: “Designed ' 

the free folder titled “Designed ' Efficiency.” ; 

9 Efficiency.” © WRN sccacicensnaioplcisasen a agen lclicishieeectmbiggii tailed ; 
a | SARC NE NES ME SBE Seer MTT shar Pete . 

‘ ' 

. po RRM 2: ear RA A Rese Me LE I ; 

ear. ee 

1 ' 

SECURITY STEEL EQUIPMENT CORP, aoe cnc See meee esse ce eacstuncdecnae 


Dun’s REview 35 APRIL + 1949 























— 








to extend the availability and effectiveness , 


of Microfilming as a modern business tool 





WHEREVER THERE'S BUSINES 
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This new arrangement promises important 


Effective immediately, the entire pro- 
duction of Bell & Howell microfilming 
equipment will be distributed and serv- 
iced through the worldwide Burroughs 
organization. 


Bell & Howell microfilm equipment, 
built to standards of precision and 
dependability that have made Bell & 
Howell the recognized leader in the 
field of photography, incorporates 
many important technical advances. 
And Burroughs, through the unmatched 
size, scope and training of its organi- 
zation, is uniquely equipped to help 
business take full advantage of this 
exceptional microfilming equipment. 


benefits to business concerns 


For many years, Burroughs has worked 
closely with users of figuring, account- 
ing and statistical machines to achieve 
increasingly efficient mechanized sys- 
tems in the office. With this back- 
ground, Burroughs can now help busi- 
ness integrate modern and efficient 
microfilming into its systems and 
methods to save time, space and money 
in the reproduction of records for 
current use and for storage. 


Burroughs world-famed service organi- 
zation will provide not only efficient 
maintenance of microfilm equipment 
but also prompt service in the process- 
ing of films for microfilm users. 


BURROUGHS ADDING MACHINE COMPANY 


DETROIT 32, MICHIGAN 


Bell & Howell microfilm equipment is based upon a new 


principle of recording, which doubles the efficiency and 


halves the cost of microfilm for many business purposes. 
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When You Trade 
with Europe 


This Company’s offices in London, Paris, and 
Brussels, the first of which was established fifty-one 
years ago, are the Guaranty Trust Company in 
Europe, in both policy and operation. These offices, 
as direct branches, provide the advantage of the 
American viewpoint and broad knowledge of 
conditions and methods both here and abroad. 


Over a long period of years many American 
concerns have used our European facilities either 
direct or through our New York offices. We invite 
executives to discuss with officers of our Foreign 
Department specific problems arising in their busi- 
ness with Europe. 


Guaranty Trust Company 
of New York 


Capital Funds, $366,000,000 
140 Broadway, New York 15 


Rockefeller Plaza at 50th St. 
New York 20 


BRUSSELS 
27 Avenue des Arts 


Fifth Ave. at 44th St. Madison Ave. at 60th St. 
New York 18 New York 21 
LONDON PARIS 


32 Lombard St., E. C. 3 4 Place de la Concorde 
Bush House, W. C. 2 


Member Federal Deposit Insurance Corporation 


























print cards are locked. Some cards 
are standardized in size, but most are 
made to order for the individual client. 

The card width can vary from 2, to 
25 inches and the photographed portion 
of the card from 1/6th of an inch 
upward. 


New Freight Rates—The commo- 
dities affected by increased freight rates 
throughout the United States and a 
portion of Canada together with the 
rate increases are contained in a 62-page 
memorandum and a supplement com- 
piled by the Union Pacific Railroad. 
These pamphlets may be obtained free 
of charge from the railroad’s freight 
trafic department in Omaha. 

The memorandum lists the increases 
as published in Master Tariffs of In- 
creased Rates and Charges Nos, X-162A 
and X-166B and the supplement, the 
changes and additions occasioned by 
Master Tariffs X-162B and X-166C plus 


increases designated in Tariff of Emer- 


| gency Charges X-168. 


The areas affected and the keys to 
the increases are presented alphabeti- 
cally by States. Also listed alphabeti- 
cally are the goods subject to higher 
rates. The boundry lines of the 4 base 
territories are indicated on a map of 


| the United States. 


QUALITY 


(Continued from page 14) 


erable breakage resulted during the 
riveting operation. It was claimed that 
the cause was an undersize hole in the 
porcelain. Samples of approximately 
200 rivets and 200 porcelain shells were 
taken from the production run. The 
diameter of the rivet shanks and the 
rivet holes in the porcelain were mea- 
sured, and the frequency distribution 
curves plotted. The curves overlapped 
as in the bottom chart on page 14. 
This was sufficient to cause only a 
small percentage of the breakage. The 
investigation had showed that the 
trouble did not come from the sup- 
posed cause, although it did disclose 
excessive deviation in the hole size, ac- 
counting for looseness which also had 
been reported. A careful examination 
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of the riveting method, inspired by the 
new knowledge, showed that the break- 
age was due to incorrect tool design. 
The control chart is another graphic 
record of quality. Action taken on the 
basis of it keeps the process capability 
from shifting. It is kept while the ma- 
chine is in operation, thereby assuring 
that scrap material is not being pro- 
duced. Many other advantages war- 


rant a closer study of its applications. 
Statistical Analysis of Data 


The correlation chart is still a third 
useful method for analyzing relation- 
ships of measured part characteristics. 
It comes in handy when it is advisable 
to control a characteristic that is diffi- 
cult to measure rapidly enough for 
practical application of other statistical 
methods. A relationship between the 
hard-to-measure and easy-to-measure 
characteristics can be established, and 
the hard-to-measure characteristic con- 
trolled by controlling the other. 

These latter two methods of statis- 
tical analysis of data require more 
knowledge and study than the fre- 
quency distribution method. They 
should not be introduced into an in- 
spection system until the frequency 
distribution has found its full range of 
applicability. 

The potentialities of the modern sta- 
tistical method of quality control are 
almost unlimited. Through statistical 
methods, for instance, the production 
department is able to see impending 
trouble before it happens. 

This permits machine adjustment, 
tool replacement, or tool repair before 
defective items have been produced. By 


reducing rejects and defective items, 
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I’m not taking a job in any 
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“That settles it! 
sweat-shop where the boss gets in at nine 
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Original in every sense of the word are McCloskey custom-made industrial 
buildings. For this original rigid frame design was the first improvement 
in the basic structure of steel buildings ever made in this country. It is 
an improvement of primary importance 


to you as it makes possible a better 





building at less cost. 

The McCloskey patented Rigidsteel design employs a rigid frame—has 
no overhead trusses. This gives you extra headroom for conveyor systems, 
equipment and storage space without additional height at the eaves. You 

have less waste space to heat—less cover 


to install and maintain. You also get broad 








aisles, long spans without interior columns. 

As specialists in single story buildings McCloskey engineers give you 
complete construction service. We furnish all plans and materials, super- 
vise construction and quickly turn over to you a completed building 
custom-made to suit your operations. All 


this can be done weeks ahead of ordinary 








construction. 
McCloskey Company has built more rigid frame industrial buildings 
than any other company in the country. 
They have been planned and erected to 
suit a wide variety of manufacturers 


most of them the leaders in their field. 





If you are planning a new building why 
not find out how McCloskey Company can save you time and money. 


Write or wire us today. 








McCLOSKEY COMPANY 


OF PITTSBURGH 





McCLOSKEY CONSTRUCTION COMPANY 
3402 LIBERTY AVENUE - PITTSBURGH 1, PA. 
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BUSINESS 
SHORT OF 


/ 





geT THIS 


OU WILL BENEFIT from reading our 
tS gael book, if it is your responsibility to 
see that your company has sufficient cash to 
operate efficiently now .. . to do intelligent 
long-range planning. 

This book tells how your business may get 
more cash than is ordinarily available from 
usual borrowing sources. It tells how our 
Commercial Financing Plan gives you a con- 
tinuing source of funds without the problems 
of renewals, calls, periodic clean up of loans. 

It tells how quickly funds can be made 
available, how you are automatically in line 
for increased credit if needed because of 
higher volume or higher prices. 


It shows that the Plan is simple and auto- 








matic in its operation .. . requires no change 
in accounting methods . . . involves absolutely 
no interference with management or control. 


It explains the basis we use in charging for 
money .. . how the cost is kept down because 
you pay only for money you actually need 
and use from day to day instead of for a 
fixed amount over a fixed period of time. 
There is no need to borrow ahead for antici- 
pated needs... no need to accumulate funds 
on deposit to pay off maturing obligations. 





Our Commercial Financing Plan is par- 
ticularly attractive in times of a firming 
money market. For the complete story, 
write or phone the nearest Commercial 
Credit Corporation office below for book. 


COMMERCIAL FINANCING DIVISION: Baltimore 2 = New York 17 = Chicago 6 


Los Angeles 14 ® San Francisco 6 ® 


Portland 5, Ore...and more than 300 other 


financing offices in principal cities of the United States and Canada. 


COMMERCIAL CREDIT 
ee) ad 


Capital and 5 
BALTIMOR 
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both material and production time are 
saved. Reruns are not necessary to 
make up lost production. 

The inspection department can check 
on the supplier’s conformance to speci- 
fications, or can provide the produc- 
tion department with data which will 
permit ready adjustment of machines 
or processes to offset variations in ma- 
terial. The use of frequency distribu- 
tion in incoming inspection enables the 
manufacturer to help many a supplier 
meet specifications. 


Outgoing Material Inspection 


All outgoing material is subject to 
frequency distribution inspection, even 
if 100 per cent inspection is required 
first. One hundred per cent inspection 
is used only where production ma- 
chines cannot consistently meet specifi- 
cations without special provisions more 
costly than the inspection procedure. 
Where the process is capable of meet- 
ing the specification consistently, fre- 
quency distribution inspection alone is 
employed. 

The frequency distribution record of 
all outgoing material is perhaps one of 
the most valuable, and unique, reports 
prepared by Hunter. It not only gives 
a record of the material shipped, but 
in addition a photostat of the report is 
forwarded to the customer. Here the 
customer has a graphic check on how 
the material meets specification, and 
also, where, within the specification, 
the parts lie. It has been our experi- 
ence that the quality report has allowed 
our customers to reduce their incoming 
inspection by as much as go per cent. 
The sales department really has am- 
munition here. 

Data on machine and process capa- 
bilities, resulting from statistical an- 
alyses, enable the cost department to 
quote accurately on new business. Sup- 
pose, for example, a request to manu- 
facture a product to unusually close 
tolerances is received. The cost depart- 
ment will know that in order to meet 
these tolerances, double the number of 
units ordered must be produced; and 
that because 100 per cent inspection will 
be necessary to cull out the bad parts, 
the cost must necessarily be higher. 

They can deduce all this only because 


| the machine and process capabilities are 
| accurately known. Machine capability 


data, collected as a habit by the engi- 


REDUCE COSTS! 


| ca 
REPLACE OUT-MODED EQUIPMENT 
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THIS MAN can cut 


 eleniatntentantentententeater your 


‘Operating Costs! 
\ — cand he cangnwve to! 





CHALLENGE your Executone 
man to show you provable 
opportunities to cut costs with 
new communications...survey 
made without obligation! 


Put him on the spot! Make your Executone Representative 
prove to you, conclusively, that new electronic communications 
can slash your operating costs. He’s done it, time and again, 
for hundreds of businesses just like yours. Why not use his 
experience? Have a survey made — there’s no obligation. Then 
see if his analysis doesn’t prove Executone’s case! 


NEW EFFICIENCY WITH EXECUTONE! 


FACTORY 


Everybody knows what intercom can do— 
how an Executone system with its instant 
voice-contact eliminates running from office to 
office. waiting for information, and the “inside 
calls” that tie up your switchboard. 


Now learn how an Executone System can 
cut your costs by faster Materials Handling, 
by immediate Maintenance Dispatching, by 
improved Job Time-Keeping, by a dozen 
other specific applications! You can’t begin to 
realize how much Executone can do for your 
business until you have this survey made! 
Mail the coupon — now! 


Liecilone 


COMMUNICATION AND SOUND SYSTEMS 











EXECUTONE. ” INC., Dept. D-1 NAME | 

415 Lexington Ave., New York 17, N.Y. aia | 

Without obligation, please let me have: se in ean ee 

[1] The name of my local Distributor. a a Bie rererara | 

(] Complete descriptive literature. Cre ee e 
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neering department, results in more 
efficient operations and gives the cus- 
tomer a better product than before. 

The development of techniques for 
applying statistics to quality control to 
their fullest extent is not an easy over- 
night job. To use control charts and 
correlation charts properly requires an 
understanding of the theory behind 
them. Fortunately, the use of the fre- 
quency distribution chart does not. 

It is also necessary to have the proper 
measuring tools, which in our case in- 
volved developing new ones and im- 
proving existing ones. Springs are 
flexible, and, consequently, quite difh- 
cult to measure. The latter necessity 
has put us at Hunter into a new busi- 
ness—instrument manufacture. But the 
odds are low that others would run 
into such problems. 


Sampling, Testing, Charting 


One of the outgrowths of using sta- 
tistics at Hunter was the establishment 
of a Central Inspection Department. 
This department has been set up to do 
all the sampling and testing and chart- 
ing for all departments. Its personnel 
makes control charts, correlation charts, 
and frequency distributions; it performs 
all the other duties connected with the 
inspection function. It answers to top 
management only because it must have 
the authority to make our quality con- 
trol work. 

Another important consideration was 
the establishment of a methods depart- 
ment. This department has the job of 
co-ordinating the activities of other de- 
partments. For example, if final in- 
spection rejects a lot of springs, a deci- 
sion of whether to inspect 100 per cent 
to remove the odd springs, or to scrap, 
or to rework, is reached by confer- 
ence with the engineering, inspection, 
cost, and methods departments. The 
methods department studies produc- 
tion trends and means of combating 
low production cycles. It constantly 
strives to increase production efficiency 
in line with the cost. 

Finally, there is the problem of edu- 
cation. The employees have to be 
taught the merits of the quality con- 
trol system. Supervisors must first un- 
derstand the theory behind statistics, 
or trouble is likely to pop up from 
wrong interpretation. Therefore, we 
at Hunter conducted a training class 
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The New World Marketplace 


RIGHT ON YOUR DOORSTEP! 
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@} GANADIAN INTERNATIONAL TRADE FAIR 


May 30- June 10, 1949...Toronto 


¥= CAN ACCOMPLISH the results of a 
long, expensive business trip abroad in a 
few days at the Canadian International Trade 
Fair . . . only a few hours’ by air from any 
city on the continent! 


N THIS GREAT WORLD SHOWROOM you'll 

find the products you need in your business 
or can sell at a profit . . . grouped according 
to trade classification regardless of national 
origin. You can compare all the goods that 
interest you ... see all the new ideas in your 
own field . . . and make valuable contacts 
with businessmen of other nations. 


Canada is host—but the 
Trade Fair belongs to busi- 
nessmen of every nation. 
The products of 28 nations 
were shown in 1948. Busi- 
nessmen attended from 
more than 70 countries. 
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(eva TRADE FAIR SITE contains the world’s 
largest permanent exhibition buildings and 
offers unique facilities (such as special inter- 
preters and private club rooms) for you to 
do international business quickly and con- 
veniently. All businessmen are cordially 


invited to attend. 


Ask your nearest Canadian Government 
Representative for full information . . . or 
write directly to the Administrator, Canadian 
International Trade Fair, Exhibition 


Grounds, Toronto. 


DEDICATED TO THE PROMOTION OF INTERNATIONAL TRADE BY THE 


GOVERNMENT OF CANADA ‘ 
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The following Canadian firms seek 
direct contacts in the U.S.A. They can: e Manu- 
facture your products in Canada... e Exchange 
manufacturing rights. . 
complete production ...¢ Import and distribute 
your goods... e Act as factory representatives... 
e Sell Canadian products to U. S. buyers... or 
***e Render professional services. 


. e Purchase parts to 
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Accounting (Chartered Accountants) 
CLARKSON, GORDON & CO., Chartered Accoun- 
tants, 15 Wellington Street West, Toronto 1, Mon- 
treal, Hamilton, London, Winnipeg and Vancouver. 
WILTON C. EDDIS & SONS, Chartered Accountants. 
(Est. 1895), 85 Richmond St., W., Toronto 1, Ont. 
EDWARDS, MORGAN & CO., Toronto, Montreal, 
Winnipeg, Vancouver, Timmins and Calgary. 
GRIFFITHS & GRIFFITHS, Chartered Accountants, 
Royal Bank Bidg., Vancouver, B. C. Tel. Tatiow 1161. 
GUNDERSON, STOKES, PEERS, WALTON & CO., 
Chartered Accountants, 475 Howe, Vanccuver, B. C. 
LAIRD, SPRAGUE & CO., Chartered Accountants, 
Curry Building, Winnipeg, Manitoba. 

MASECAR, DeROCHE & McMILLAN, Chartered Ac- 
countants, Saskatoon, Saskatchewan. 

MILLAR, MACDONALD & CO., Chartered Accoun- 
tants, Winnipeg, Man. and 4 Albert St., Toronto, Ont. 
NASH & NASH, Chartered Accountants, 603 Tegler 
Building, Edmonton, Alta. and Grande Prairie, Alta 
NIGHTINGALE, HAYMAN & CO., Chart. Accoun- 
tants, Halifax, N. S., also Sydney & Yarmouth, N. S. 
ROBERTSON, ROBINSON, McCANNELL & DICK, 
372 Bay St., Toronto; 45 6th St., Chatham, Ont. 
P. S. ROSS & SONS, Montreal, 1, Que., Toronto, 
Winnipeg, Calgary, Vancouver and Saint John, N. B. 
THORNE, MULHOLLAND, HOWSON & McPHER- 
SON, Toronto, Kitchener and Galt, Ontario. 


Appraisers 
THE INDUSTRIAL VALUATION CO., LTD., Mon- 
treal. Industries, Public Utilities, Etc. Pl. 5034. 


Architects 

BAROTT, MARSHALL, MONTGOMERY & MER- 
RETT, Architects, Canada Cement Bldg., Montreal. 
GREEN-BLANKSTEIN-RUSSELL AND ASSO- 
CIATES, Architects, Engineers, Time Building, Win- 
nipeg, Manitoba. Telephone 92288. 

McCARTER & NAIRNE, Architects & Structural 
Engrs., Vancouver, B.C. Building Investment Counsel. 


Custom House Brokers, Etc. 
BLAIKLOCK BROS., LIMITED, 307 Common St., 
Montreal. Est. 1876. Customs-Brokers & Forwarders. 
LEITH AND DYKE, LIMITED, 325 Howe Street, 
Vancouver, B. C. Established 1894. Customs 
Brokers and Forwarding Agents. 

SEABOARD BROKERS, Halifax, N. S. Shipping con- 
sultants, forwarders, distributors by Air, Land & Sea. 
THOMPSON-AHERN & CO., 40 Yonge St., Toronto, 
Ont. Custom House Brokers & Forwarders. Est. 1912. 

Food Brokers, Importers, and 
Manufacturers’ Agents 
W. H. ESCOTT CO., LTD., Winnipeg, Man. Groc- 
eries, hardware, drugs, etc. Cover all Canada. 
JACK FROST SALES LTD., (B10), Saint John, N. B. 
Grocery Brokers. Importers. Maritimes coverage. 
VINCENT BROKERAGE CO., Halifax, N.S. Sales 
Coverage, Food & Allied Lines, Maritimes. 4 Branches. 
General Merchandise Distribution 
PARR & CO., H. J. (B. 694), London. Whol. dist. 
gen!. hdwe., household appl., plubg. fixtures, oil htg. 
and elec., gas and liquid gas ranges. 
Hardware, Sporting Goods, Radio, Electrical 
and Household Appliances 

HICKMAN TYE HARDWARE CO., LTD., Victoria, 
B. C. Whol. hdwe., elec. gds. Br. whse, Vancouver. 


Dun’s 


FRED C. MYERS LTD., Vancouver, B. C. Wholesale 
hardware, electrical appliances. 14 Travellers. 
SHEFFIELD BRONZE POWDER CO., Toronto. Paint 
& Hardware Specialties. Complete Can. distribution. 
WOODS WESTERN LTD., Calgary. Business estab- 
lished 15 years. Interested in any line sold to gen- 
eral trade, chiefly hard lines. 


Industrial Chemicals, Oils, Waxes 
SHANAHANS, LTD., Vancouver. Also Calgary and 
Winnipeg. Western Canada distributors, industrial 
chemicals and raw materials. 

CHARLES ALBERT SMITH LIMITED, Toronto and 
Montreal. Manufacturers’ representatives, selling in 
bulk to Industry and Pharmaceutical Manufacturers. 


Investments 


RENE-T. LECLERC, INC., 240 St. James St., W., 
Montreal. Corporate financing of U. S. branch plants 
in Province of Quebec. 
WALKER & WORSLEY, LTD., Vancouver. Apart- 
ments, ranches, resorts, homes, mortgages, insur- 
ance, securities, deposit boxes. 

Legal 
CAMPBELL, MURRAY & CAMPBELL, Barristers & 
Solicitors, Hall Bldg., Vancouver, B. C. 
DAVISON & GODWIN, Barristers & Solicitors, 436 
Barrington St., Halifax, Nova Scotia. Tel. 3-7201. 
DILTS, BAKER, LAIDLAW & SHEPARD, Barristers, 
etc., Huron & Erie Bldg., Winnipeg, Man. Tel. 93-416. 
FASKEN, ROBERTSON, AITCHISON, PICKUP & 
CALVIN. Barristers, etc., 36 Toronto St., Toronto 1. 
FENERTY, FENERTY & McGILLVRAY, Calgary, 
Alta. General Pratice, Oil and Corporation Law. 
GILCHRIST & LaMARSH & ASSOCIATES, Bar- 
risters, etc., Canada Bldg., Saskatoon, Saskatchewan. 
GOWLING, MacTAVISH, WATT, OSBORNE & HEN- 
DERSON, Barristers, etc., 56 Sparks St., Ottawa, Ont. 
INCHES & HAZEN. Barristers & Solicitors. Royal 
Securities Bldg., Saint John, N. B. Tel. 3-2516. 
LACOSTE & LACOSTE, Lawyers, Barristers, etc., 460 
St. Francis Xavier St., Montreal, Que. La. 7277. 
McMASTER, MONTGOMERY & CO., Barristers, 
Solicitors, etc., 902 Temple Bidg., Toronto 1, Ont. 
PEAT, McBRIDE, HICKEY & GREEN, Barristers 
and Solicitors. 6 James St., South, Hamilton, Ont. 


Lumber, Building Materials, Plumbing and 
Heating, Paints 
BELL & MORRIS, LTD., Calgary, Alta. 
Heating materials, Windmills & Pumps. 
VICTORIA TILE & BRICK SUPPLY CO., LTD., Van- 
couver, B. C. Want exclusive building supply lines. 


Machinery, Metal Products, 

Farm Equipment 
COUTTS MACH. CO., LTD., Edmonton, Alta. Mfrs. 
sawmills, truck grain loaders. Distributors farm and 
industrial machinery. Seek tractor. 
CROSSMAN MACHINERY CO. LTD., Vancouver, B. C. 
Dists. of Mech., Elec. & Trans. Equip. (Est. 1911.) 
VANCOUVER IRON WORKS LTD., Vancouver, B. C. 
Mfrs. of boilers, pressure vessels, steel pipe, welded 
plate work, general engineering. 
WESTMINSTER IRON WORKS CO. LTD., New West- 
minster, B.C. Est. 1874. Exch. Mfg. Rts. Gen. Machy. 


Manufacturers Agents (General) 
BARNEY ADLER & SONS, INC., 1260 University 
St., Montreal. Est. Canada-wide connections Jewelry 


Plumbing & 
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& Giftware trades. Seek, Mfrs. only, exclusive lines 
silverware, pewterware. Original designs. 
DURO-LITE PRODUCTS OF CANADA LIMITED, 
Calgary, Alberta. Seek Canada-wide distribution, 
electrical, automotive and hardware lines. 
MacKELVIES LIMITED, Winnipeg. Seek agencies 
grocery, drug, light hardware, novelty, toy lines. 
Covering Western Canada. 

JOHN H. PATERSON, 1121 St. Catherine St., W., 
Montreal. Fl. cov’gs, hhold furngs. & hdwe. mfrs. only. 
HAROLD F. RITCHIE & CO., LTD., Toronto. 45 
salesmen cover drug and grocery trade all Canada. 
W. CLAIRE SHAW CO., 407 McGill St., Montreal. 
Seek dir. agcies from mfrs. hdwe. auto & hhold tools. 


Novelties, Leather Goods, Advertising 
J.C. S. VARCOE, 45 Yonge St., Toronto. Can pro- 
vide Canada-wide distribution, advertising novelties 
of all kinds; gifts, premiums for every occasion. 

Textiles, House Furnishings, Apparel 
BUCKWOLD’S LTD., Saskatoon. Importers, Dis- 
tributors, textiles, work clothing, hosiery. 
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29,569 Presidents 


There are 29,569 company 
presidents reached by DUN’S 
REVIEW each month. A 
name-by-name analysis shows 
that they are the heads of 
active companies throughout 
industry and business. In ad- 
dition, within an average total 
edition of 84,666, there are 
16,785 Owners, Partners, and 
Chairmen; 2,920 Vice-Presi- 
dents; 2,479 Treasurers; 
3,313 Secretaries, etc. De- 
tailed breakdown of circula- 
tion, by titles, type and size 
of business, available. 














of our own, and sent our top person- 
nel from the sales, engineering, cost, 
inspection, production, and methods 
departments to Temple University for 
an 80-hour course in statistics and sta- 
tistical methods. 

There is no mystery about statisti- 
cal methods of quality control. They 
are simple and straightforward. They 
offer a simple method by which ex- 
isting processes can be analyzed and 
improved, costs lowered, and quality 
maintained. It makes it possible to 
give the customer what he wants, the 
way he wants it, and at a competitive 
price. 





RETAIL SALES 


(Continued from page 17) 


years as 1929 and 1941 and reaching the 
lowest point in 1932. 

The unavailability of consumers’ 
durable goods during the war is seen 
in the drop in the ratio from 17 per 
cent in 1941 to 7 per cent in 1944. The 
achievements of post-war production 
are mirrored in the steep climb in the 
last few years with the proportion of 
income spent at durable goods stores 
approaching 20 per cent early in 1948. 
In the last quarter of 1948, however, 
with demand for many durable com- 
modities becoming less urgent, some 
declines in sales were shown at many 
durable goods stores. As a result the 
ratio of sales to income in the second 
half of 1948 levelled off. 

In what has preceded, current trade 
activity has been compared with that in 
the war and pre-war years in terms of 
the portion of their disposable income 
which consumers have spent in retail 
stores. However, not all income is 
spent at retail stores. A substantial 
portion goes for services; only a small 
part of these expenditures is reflected 
in retail sales. It is, therefore, of value 
to study the changing structure of retail 
trade by expressing sales in each trade 
category as a proportion of the total 
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The Royal Bank 


VANCOUVER, 
BRITISH COLUMBIA 
The skyline of the great 
Pacific port city 
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New Industrial Horizons are 
opening up in Canada. New skills 
and factories, developed in war, 
have been put to diversified 
peacetime production. Untapped 
resources are being explored. New 
communities are being born. 

New markets, sources of supply, 
new opportunities in many fields of 
business, are being created. Facts 
about Canada are readily available 
to United States banks and firms 
through the Royal Bank. Over 630 
branches from coast to coast, and 
in Newfoundland, to serve you. 
Enquiries invited. 


THE 
ROYAL 
BANK 


OF CANADA 


HEAD OFFICE — MONTREAL 
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Add This Word 
To Your Vocabulary: 


COLITHO! 






it Means 
THE BEST in Office 
Offset Duplicating Plates 


If you’re not using the office offset duplicat- 
ing process now, you should be. Offset gives 
you the best in duplicating—results compar- 
able to printing at but a fraction of the cost 
... crisp, sparkling, jet black copies of rec- 
ords, reports, systems forms, bulletins, direc- 
tions, instructions, labels, package inserts, 
sales and advertising material . . . the quan- 
tity you want, when you want it! Saves on 
printed matter inventories; keeps all printed 
matter up to date. 





If youre using offset, remember, it’s the 
plate that makes the job! Be sure of getting 
the best results, the right plates for the job, 
the greatest number of cleanest copies, the 
lowest cost per copy. Use 


MASTER PLATES 


Type, handwrite, draw on them, as easily as 
on any piece of paper—and almost as inex- 
pensively. Run them through typewriters, 
tabulators, teletypes, adding, billing, book- 
keeping and addressing machines. Erase on 
them without risk of messy-looking changes. 
Add progressive data any time. Ready for 
instant use. No waiting, no wasted paper, 
before clean-impression “build-up”. Made 
for standard sheet size 
jobs and also in flat 
packs for duplicating 
continuous systems 
forms. 


WRITE FOR FREE 
SAMPLE COLITHO 
PLATE. Just tell us 
what make offset dupli- 
cator you're using. Or 
use the coupon below. 
Our distributor in your 
locality will furnish 
you with our free, test 
sample. 


COLUMBIA 
Ribbon & Carbon 
Manufacturing Co., Inc. 


Main Office & Factory: 
Glen Cove, L. I., N. Y. 


Cog Fee YT ee eee ee 
Columbia Ribbon & Carbon Mfg. Co., Inc. 
Glen Cove, L. L., N. Y. 

Please send me at no obligation, samples 
and full details of Colitho Paper Master 
Plates 
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in selected years over the period 1929 
to date. Because of the relative inflexi- 
bility of total service expenditures, the 
cyclical effect is sharply defined. 

Prior to the war, the share of the re- 
tail dollar taken by nondurable goods 
stores reached its highest point at the 
bottom of the depression. On the other 
hand, the highest proportion for dur- 
able goods stores was achieved in 1929 
and 1941. 


Shifts in Specific Lines 


During the war, because durable 
goods were lacking, nondurable goods 
stores accounted for 85 per cent of all 
retail sales. The reasons for higher ex- 
penditures at nondurable goods stores 
apply specifically to those at food stores. 

Grocery and combination stores 
(stores selling both groceries and meats) 
take a larger share of the retail dollar 
than any other single group. They ac- 
counted for about a fifth of all retail 
sales in 1948. This was well above the 
proportion accounted for in 1941 and 
almost equal to that received at the very 
bottom of the depression. 

During the war, with food generally 
available while many other consumer 
goods were in short supply, the share 
of the retail dollar going to grocery 
stores sharply increased. After the war, 
food store sales continued to mount. 
In 1948 they were $25 billion, more than 
two and one-half times the pre-war 
high recorded in 1941. However, sales 
of other goods were growing even 
more rapidly, and the proportion of 
total sales going to groceries drifted 
downward. 

Much of the rise in sales was due to 
advancing prices. In the Summer of 
1948, for example, food prices were 
more than double the pre-war average. 
It is noteworthy that, although the cost 
of food to the consumer has been de- 
clining steadily since the Fall of 1948, 
the dollar value of grocery store sales 
has fallen very little. 

Eating and drinking places formed 
one sector of retail trade which grew 
almost continuously throughout the 
pre-war years. Sales in these establish- 
ments took only 4 per cent of the retail 
dollar in 1929, but the portion taken 
reached g per cent in 1941. Part of this 
represented an increasing tendency to 
dine out, but much of it is explained 
| by the repeal of prohibition in 1933. 
A spectacular growth occurred in the 
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Glaring white paper can 
create eyestrain, cause errors. 
Use office forms printed on Fe 
VISIONAID —the non- 
glare green tinted paper. 

Your printer can get 
VISIONAID from nearby 
jobbers. Costs no more than 
comparable white stock. 


Send for samples. 
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INTER OFFICE MEMO 
Investigate immediately the new unique 
STEEL BOOKCASE BY PARKER. 
It builds to any height. Low price. 
but high efficiency. Strongly advise 
replacing outdated cabinets with 
PARKER'S steel innovation. 
@ Maximum protection for all records 
@ Easy, efficient access to books 
@ Disappearing-type dust-proof doors 
@ Olive green, grey, walnut or rich 
mahogany finish 
CUSTOM BUILT OFFICE IMPROVEMENTS 
TO MEET SPECIAL REQUIREMENTS... 
INQUIRE TODAY ABOUT PARKER'S 
CONTRACT DEPARTMENT. 
@ For Illustrated Booklet 
Your Dealer Or Write To: 
PARKER STEEL PRODUCTS, Inc. 


54-60 Columbia Street, Brooklyn 2, N.Y. 


Contact 
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“Tt was a blistering hot week. Busi- “T stayed late—studying sales records “And the Airtemp people proved it 
ness was off about 259 —my help to find the reason. A drop of sweat with many examples of how their 
were disgruntled and inefficient, and rolled off my brow, hit the paper and ‘Packaged’ Air Conditioning changed 
began skipping work. I tried to figure spelled out the answer: losses to profits. We soon had one, and 
what was wrong. AIR CONDITIONING! it quickly paid for itself!” 


For THE finest value in air-conditioning 
equipment, choose Chrysler Airtemp. It’s fac- 
tory-assembled, factory-tested, backed by 12 
years of proved dependability. Each unit has 
the famous Airtemp Sealed Compressor for 
longer life. Handsome cabinet, beautifully fin- 
ished, fits into small area (only 4.7 sq. ft.). Only 
3 simple connections—no complex duct-work. 
Remember: more Airtemp “Packaged” units 
are in use than any other make. Get further 
facts—mail the coupon or ¢all your local dealer. 
(See Yellow Pages of Telephone Directory.) 


Chrysler 
Airtemp 





“PACKAGED” AIR CONDITIONING 


CENTRAL STATION SYSTEMS 
HEATING AND COMMERCIAL REFRIGERATION 


PULL IN PATRONS WITH 
THIS SIGN! 

This beautiful window 

decal invites the public into 

your air-conditioned place. 








Mail this coupon today! 









AIRTEMP DIVISION OF CHRYSLER CORPORATION 
DAYTON 1, OHIO 






Send “Packaged” air-conditioning information to: 


Name___ 


Address 


Phone 





AIRTEMP DIVISION OF CHRYSLER CORPORATION 
DAYTON 1, OHIO 


In Canada: Therm-O-Rite Products, Ltd., Toronto 
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Obviously, to the extent that you 
can adapt cold roll forming to serve 
your manufacturing needs, you can 
effect sweeping operating economies. 
Coiled strip and sheets can, at a cost 
of only a few cents per 100 feet, be 
converted into structurals, moldings, 
panels, tubular, box and other shapes. 
Metal up to 14” thick can be cold- 
roll-formed on Yoder machines. 


Additional economies can be effect- 
ed by combining a number of differ- 
ent Operations in a Yoder roll- 
forming production line. Thus slit- 
ting to exact width, perforating, 
notching, welding, cutting-to-length, 
and other operations can be per- 
formed, at little or no extra cost. 


Literature, Estimates, Consultations 
for the asking. 


THE YODER COMPANY 


5531 Walworth Ave. e Cleveland 2, Ohio 





COLD FORMING 


SLITTING AND 


TUBE MILL MACHINERY 
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war years when, with food rationed and 
with large numbers of housewives en- 
tering the labor market, dining out in- 
creased. As a result of the striking 
advances in this sector and the decline 
in durable sales, this group temporarily 
gained second place in importance dur- 
ing the war. The share of retail trade 
going to eating and drinking places in 
1945 was more than half again as much 
as in 1941. 

In the past two years sales at these 
establishments have not advanced. 
With total retail trade rising, their 
share of the trade dollar fell from 14 
per cent in 1945 to Io per cent in 1948. 
Nevertheless, the ratio is still larger 
than in any pre-war year. 


Automobile Sales Important 


Sales of motor vehicle dealers are 
very sensitive to changes in the spend- 
ing power of consumers. Because 
expenditures for automobiles drop dras- 
tically when income falls, the portion 
of the retail dollar going to auto dealers 
changes significantly with the fluctua- 
tions of business activity. 

Except at the lowest point in the 
cycle, motor vehicle dealers are exceed- 
ed only by grocery and combination 
stores in the share they obtain of total 
retail sales. In 1948, dollar sales of auto 
dealers were actually more than twice 
those of 1941, but the proportion of 
total sales accounted for by this group 
was still slightly below the high point 
previously reached. 

It is clear that since 1946 the value 
of sales of motor vehicle dealers has 
been limited by the number of cars 
available for sale. Moreover, low scrap- 
page rates during and after the war 
have materially increased the average 
age of cars in use. As a result, expen- 
ditures in this field to replace over-age 
cars, as well as to take care of normal 
replacements and to satisfy increased 
demand because of high income and 
population growth, continues to pro- 
vide a ready market for new ear pro- 
duction. 

The pattern of spending exhibited 
at the three main types of apparel stores 
—women’s apparel, men’s wear, and 
shoe stores—has been substantially dif- 
ferent. In the pre-war period expendi- 
tures at women’s apparel stores moved 
very closely with total sales, so that the 
proportion of the retail dollar spent at 


APRIL + 














NOW IN OUR 28" YEAR! THE ORIGINAL 


UTS TAM 


MANUFACTURED ONLY BY THE M TAMP RGINIA 





COMPLETE (non.mechanica!) OUTITT 


ANYWH Prints 1,000 or More Clear Copies 
“TT PRINTS ERE’ From One Stencil, One Inking 
Ideal for marking, addressing, dupli- 


cating. Quick change in wording. A 
“Rubberless stamp in one minute for 


| ON CARTONS | CARTONS 
about 2 cents.’’ Just type, write or draw 
ON SHIPPING TAGS the stencil, snap it on, and print. Made 
of non-corrosive METAL. No moving 
ELS parts, lasts a lifetime. Replaceable ink 
pads. Complete with supplies. Wt. 2 Ibs. 
ON PACKAGES 


Other outfits $19.50 to $99.50. Write 
for FREE FOLDER. 
At Your Office or Shipping Room Supply Dealer 
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A bonus of free work each day because your 
Hansen Tacker gets as much more work done! 
Drives T-head tacks or staples firmly, accu- 
rately—fast as you can grip the handle. Hold 
the tacker in one hand, your work in the other. 


The ideal tool for assembly, crating, tagging, 
or other fastening jobs. Holds scores of tacks 


at one loading. One trial 
will convince you. 


A.L.HANSEN MFG. CO. 


i HANSEN} SOI9 RAVENSWOOD AVE 
% dé CHICAGO 40 ILL 


ASK FOR FOLDER. 
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Lower Production Cost 
America’s huge FIRE waste is 
an overhead charge on produc- 
tion...an unfair burden on our 
manufacturers now competing 
for world trade. Control the 
FIRE menace. Let GLOBE 
Sprinklers protect your plant. 

GLOBE AUTOMATIC SPRINKLER ce. 


NEW YORK... CHICAGO... PHILAD' 
Offices in nearly all principal cities 





such establishments was practically 
constant. 

In the war period the share rose 
sharply and by 1945 was half again as 
much. After the war this ratio de- 
clined somewhat, but in the last two 
years it has tended to level off at a point 
well above the peacetime position. 

During the war period women be- 
came accustomed to spending an in- 
creased proportion of the family income 
on their clothing, partly because more 
of them were working, and also be- 
cause of the greater availability of such 
goods. More recently, their natural 
inclination to continue this rate of ex- 
penditure was encouraged by a drastic 
style change, requiring a considerable 
overhauling of their wardrobes. 


Trend in Men’s Wear 


Prior to the war the relative positions 
of men’s wear and shoe stores in the 
retail picture showed a steady decline. 
This was due in large part to the fact 
that stores whose major sales consist of 
men’s wear and shoes have not held 
their own in comparison with the shoe 
and men’s wear departments of depart- 
ment stores, mail order houses, and 
other stores selling apparel. 

During the war, the sales gains made 
by shoe and men’s wear stores were not 
comparable with those of other nondur- 
able goods stores. Shoe sales were re- 
tarded by lack of supply and rationing, 
while men’s wear sales were slowed by 
the withdrawal from the civilian popu- 
lation of men entering the armed forces. 
After a sharp rise in sales in late 1945 
and early 1946 sparked by the require- 
ments of men returning from the ser- 
vices, both men’s wear and shoe stores 
slowly decreased in importance to a 
position in 1948 that was somewhat 
below that of 1941. 

After participating in the rapid 
growth of retail activity in 1946 and 
1947, furniture and furnishings stores 
had achieved a volume of sales in 1948 
more than twice that of 1941 in dollar 
value. Since the latter part of 1947, 
however, sales advances have been gen- 
erally small. Moreover, in the last 
quarter of 1948 there was actually a 
decline in sales in this group. 

In spite of the high sales shown by 
these stores, there is some reason to 
belive that they are not doing so well 
as might have been expected in the 
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A program in which Revere is taking 
especial interest and pride is that for 
Revere Home Flashing. The interest is 
based on sales considerations; we feel 
that this new product will broaden the 
market for sheet copper. The pride stems 
from the fact that through this promo- 
tion we are bringing the great advantages 
of copper flashing to homes whose prices 
heretofore were not thought to provide 
for it. This we regard as a valuable public 
service. Already we have sufficient evi- 
dence of sales response and public appre- 
ciationtoshow that the basic idea is sound. 

For many years the more expensive 
homes have included copper flashing more 
or less as a matter of 


each package is a large booklet showing 
by pictures and simple text how to flash a 
building correctly, instructions that any 
builder or carpenter or sheet metal worker 
can follow. In addition, the package con- 
tains hardware bronze nails, so there will 
be no danger of corroding galvanized 
nails being used. Two of these packages 
should be enough to give lasting protec- 
tion to the average small home, at a price 
that is within reach. Actually we have a 
great bargain here, when the cost is com- 
pared with the tremendous damage that a 
single leak can cause to plaster, wall paper, 

even beams and floors and furniture. 
An educational sales, advertising and 
publicity plan was set 





course. Around chim- 
neys, in valleys, over 
and around windows 
and doors, wherever 
there is an opening 
in the roof or wall, 
and where one plane 
meets another, sheet 
copper is applied as 
a permanent seal 
against leaks. 

It was partly cost 








up, and is still being 
pursued. Thousands 
of homes have been 
flashed according to 
this system, homes 
that otherwise would 
have been without 
the protection of 
non-rusting copper 
at the vital joints. It 
would be difficult 
for Revere to decide 
which provides the 








and partly lack of in- 
formation that was 
keeping non-rusting copper out of the less 
expensive houses. As an attack upon the 
cost problem, Revere conducted a long 
series of careful tests on various gauges 
of copper, to see if a somewhat lighter 
and hence less expensive sheet would do. 
These tests showed that when properly 
applied in lengths not greater than four 
feet, the lighter gauge in a special temper 
was perfectly satisfactory. 

Encouraged by this knowledge, Revere 
developed a standard package, containing 
10 sheets, 18 by 48 inches. Included in 


greater satisfaction: 
sales, or the knowledge that fine copper 
flashing has been brought to home own- 
ers, and for that matter, to builders, 
who never before considered it within 
reach. 

This is an excellent example of the 
way in which a search for expanded mar- 
kets results in increased service to the 
people. It is thoroughly in the Ameri- 
can tradition, for thousands of compa- 
nies, large and small, have made equal 
and even greater contributions to our way 
of life. 


REVERE COPPER ano BRASS INCORPORATED 
Founded by Paul Revere in 1801 


xk & 


Executive Offices: 
230 Park Avenue, New York 17, N. Y. 
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ments make it imperative that you 
talk instantly... give orders... get 
action and results with FLEXIFONE 
Intercom! fim 
, . t WH 
You don’t have to wait for ey, 


Present day business requires 


Operators... or waste valu- 

able time with dials or buzzers. All 

you have to do is point your finger 

and talk with FLEXIFONE. 
Modern, functionally designed 

units to meet every requirement. Two 

station systems as low as $39.95. 


oPERADIo 
FLEAIFONE 


INTERCOM SYSTEMS 


_uexi Font 


FREE Pin fo Your Letterhead 
Cocceccccccooocceeeseseee® 
OPERADIO MFG, CO. 
Dept. DR-49, St. Charles, Ill. 


Please send me free literature as checked: 
(0 FLEXIFONE Intercom Systems. 
DD Central Sound Control Systems. 
[CD Make appointment to discuss our needs. 


Nome. 





Addr 





City. Stote 





* Even if you already have an intercom system, it would be 
odvisable to know the advantages of the new FLEXIFONE 
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competition for the ¢etail dollar. In 
the war period the ratio of sales in this 
group to the total did not fall so much 
as that of other durables. By 1946 the 
share of sales going to furniture and 
furnishings stores was back to the 1941 
position, 

Since then, however, these retailers 
have not increased their share of total 
sales. While the proportion has been 
held fairly constant, it is still below 
that reached in 1929. The high mar- 
riage rate during and after the war and 
the great volume of residential con- 
struction also suggest that sales of furni- 
ture and furnishings should be higher 
in terms of total sales. 


Price Affects Buying 


Purchases of furniture and many 
other items in this group, particularly 
for replacement purposes, are more 
readily deferred than other necessities. 
Sales in these stores have probably been 
dampened to some degree by high 
prices. Among the components of the 
Consumers’ Price Index (U.S. Bureau 
of Labor Statistics) the index of furni- 
ture prices is ahead of that of any other 
durable commodity, and higher than 
any broad group of commodities, in- 
cluding food and apparel. 

Among household appliance and 
radio stores, as in the case of automo- 
tive dealers, sales at the war’s end were 
very low. However, production ad- 
vanced rapidly and by 1947 sales were 
about three times the value shown for 
the year 1941. Since mid-1947 sales 
continued to rise, although at a lesser 
rate, until the last quarter of 1948 when 
they experienced a decline, on a sea- 
sonally adjusted basis, similar to that 
shown for furniture and furnishings. 

For the year 1948, sales in this cate- 
gory accounted for about 2 per cent of 
total retail trade. This is slightly higher 
than in 1929 and compares with a figure 
of 1.5 per cent in 194r. 

At the present time the supply of 
merchandise in these groups seems to 
be generally adequate to meet con- 
sumer demands. Restraints in buying 
have tended to slow sales of practically 
all types of major appliances in recent 
months. However, sales of television 
sets are still increasing, and are poten- 
tially of great importance in this cate- 
gory. 


The behavior of department stores 
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Brawny ELECTRIC TRUCK 
AMAZES MANAGEMENT 


Cuts Handling Costs 


IN HALF 
Works All Day for 11‘* 





Imagine, if you can, a brawny electric truck that 
moves and lifts unit loads of your product so 
simply and easily, even your stenographer could 
operate it all day, and never become the slightest 
bit fatigued! 

That miracle truck is Automatic Transporter. It 
moves and lifts any and every kind of product with 
amazing touch-of-thumb ease. All operator does is 
press the button. Transporter does the rest! One man 
handles more material than three men manually 
... enjoys doing it! 

No -vonder Transporter astounded management 
with its new, low-cost way to cut handling costs 
thousands of dollars. And it does it for as little as 
*11c-a-day battery charging cost, maintenance and 
replacement no item at all. Industry tested and 
proved, thousands and thousands are in daily 
operation. 

Mail coupon for FREE CATALOG of money- 
saving facts. 

g? en ee ee ee ee ee ee eee 


i AuToOMATIC TRANSPORTATION COmPANY i 
DIV. OF THE YALE & TOWNE MFG. CO. 
79 W. 87th St, Dept. D-1, Chicago 20, 1. | 


| Send free catalog of Transporter’s new, low- | 
cost way to cut handling costs in half. 
I Name.eeceee PPTTT TTT TTT l 
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40,858 MANUFACTURERS 
DUN’S REVIEW REACHES THE 
PRESIDENTS AND TOP  EXECU- 
TIVES OF 40,858 MANUFACTURERS. 
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Made from your negative or photo 
NO NEGATIVE CHARGE—NO EXTRAS 
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Revolution on a desk top! 


This revolution can free you, too! Free you from 
all the bother and inefficiency of old-style dicta- 
tion. For this is the Dictaphone TIME-MASTER 
Revolution. 

The streamlined TIME-MASTER is the electronic 
dictating machine practical businessmen are talk- 
ing about—and talking to. Men who get things 
done take to the TIME-MASTER and its plastic 
MEMOBELT record—naturally. 

And men who use the TIME-MASTER naturally 
get things done! Because the TIME-MASTER is so 
easy to use... is always instantly ready to catch 
your thoughts and take your dictation on a 
MEMOBELT that guarantees voice-perfect record- 
ing and reproduction, faster, pleasanter transcrip- 
tion. Because it helps you get much more done, 
much more easily, in less time and at less cost! 


DICTAPHONE 
Electronic Dictation 


Only Dictaphone Corporation makes Dictaphone* Machines, 
(*Reg. U.S. Pat. Off.) 
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Only the Dictaphone TIME-MASTER 
offers all this: 
e Uniformly clear recording and reproduction! 
e Easily mailable, fileable plastic belt records! 
e Streamlined design! All-metal sturdiness! 
e Uniform backspacing, rapid place finding! 
¢ Foolproof simplicity of operation! 


e Dictaphone dependability, nationwide service! 


For a TIME-MASTER demonstration, call your local 


Dictaphone representative or fill in coupon, 














emer rmrmrrrrrrer sn 4 
| Dictaphone Corporation | 
Department H-39, 420 Lexington Ave., N.Y. 17, N.Y. 

I 0 Please show me the new TIME-MASTER. | 
0 Please send TIME-MASTER literature. ] 
[ Your Name | 
| c - 7 | 
| Street Address | 
l City & Zone. State | 
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CLARK 


Fine-Flavored Facts 
from the home of 


FOODS SHOT 
FROM GUNS 


Who uses fork-lift trucks? What benefits 
are they getting? These sensible questions 
occur instantly to alert business men thinking 
about materials-handling equipment. 

From America’s leading industries comes 
this crisp reply: ‘'We prefer Clark machines 
because they cost less to operate and less to 
maintain. 

Take, for example, The Quaker Oats Com- 
pany, richly-endowed with pioneering spirit 
and aggressiveness. Long experience in pro- 
jucing fine cereal foods helped Quaker Oats 
to achieve eminence in processing, handling 
and selling its products. 

That experience, coupled with an innate 
srge to improve, led to the installation. of a 
fleet of Clark fork-lift trucks to speed on 
their ways into the world, ‘Foods shot 
from guns." 

In every kind of business the Clark Method 
is increasing productive capacity by speeding 
the flow of materials, utilizing overhead 
storage formerly wasted, reducing losses 
resulting from accidents and damage, cut- 
ting demurrage to the minimum and effecting 
big savings in production costs, 

It costs nothing to look for your own sav- 
ings opportunities--you simply Consult Clark. 





AND INDUSTRIAL °' TOWING TRACTORS 












INDUSTRIAL TRUCK Div., CLAR 


OMPANY sattLe CREEK 46, MICH. 
REPRESENTATIVES IN PRINCIPAL CITIES THROUGHOUT THE WORLD 
AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND-SERVICE STATIONS IN STRATEGIC LOCATIONS / 
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has closely paralleled that of nondur- 
able goods stores in the aggregate. This 
is to be expected, since nondurable 
goods represent about 80 per cent of 
department store sales. The ratio of 
department to total retail sales increased 
from 8 per cent in 1941 to g per cent 
in 1944 and then declined to a point 
slightly under 8 per cent in 1948. 
Moreover, within departments the 
relative gains have, for the most part, 
followed closely those of the corre- 
sponding retail outlets. The outstand- 
ing exception is the home furnishings 
department where the increase for 
department stores in the two years 
after the war was appreciably smaller 
than for home furnishings stores. 


Growth of Mail Order Trade 


Because durable goods are more im- 
portant in the sales of mail order houses 
than they are in department stores, mail 
order catalog trade has grown in im- 
portance since the war while the depart- 
ment store share has slipped somewhat. 
In spite of this, the catalog sales of mail 
order houses currently represent a 
much smaller proportion of total sales 
than they did in the period 1935-1942. 

Sales at jewelry stores were the first 
to register any weakness in consumer 
spending in the post-war period. The 
peak in sales was reached early in 1946, 
and the trend thereafter has been gen- 
erally downward. 

Most of the items sold in jewelry 
stores are in the luxury class and, con- 
sequently, they are especially sensitive 
to shifts in the price structure. As 
more and more types of durable goods 
appeared and prices generally tended 
upward, demand for jewelry weakened 
somewhat. Jewelry store sales in 1948 
continued drifting downward, sales 
for the year being about 10 per cent 


| below those of 1946. As a result, their 


share of total retail trade dropped to 


| a level below that of both 1929 and 


1941. 
Total retail sales currently absorb a 
greater proportion of income than be- 
fore the war, although the proportion 
has been declining in recent months. 
In the years following the end of the 
war, a considerable accumulation of 
savings increased the public willingness 


| to spend out of current income. 
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A large backlog of demand also acted 
to spur buying. Moreover, the allot- 





iy you are earning about $5,000 a year, you have reached 
the most critical stage of your business career. 

Few men are paid that amount unless they are poten- 
tially worth $10,000. 

It means someone above you thinks you are capable of 
making at least twice your present salary. But you have 
to prove it! 

Five thousand dollars is not a terminal — a man goes 
on or back. Clerks can be hired for less; executives can 
demand more. 

If you have the resolve and the ambition to pass the 
$5,000 barrier, the Alexander Hamilton Institute can 
help you. If you do not have those qualities, nobody 
can help you. 

HOW TO BRIDGE THE GAP 


Here, briefly, is the Institute’s function: It stimulates 
your desire to forge ahead, awakens hidden abilities, sup- 
nlies the training and knowledge every executive must 
iave. It shows you, by practical examples, the methods 
and procedures followed by management. It enables 
you to bridge the gap between your present job and the one 
above. 

Don’t misunderstand. The Institute works no miracles, 
opens no magic portals to a and easy success; it will 
not double your income within a few months. Nor will it 
make corporation presidents of men who are clerks at heart. 

But to the man who seeks a sound and realistic pro- 
gram to speed up his progress in business, the Institute’s 
Modern Business Course and Service is ideal. Ideal be- 
cause it fits the new concept of management, prepares 
men to handle the larger opportunities of business. 

Suppose the management of your company met to 
select a new vice-president, Factory Manager, Sales Man- 
ager or Personnel Director. Suppose you were a possible 
choice for one of those positions. 

Are you qualified to step into such a job? Is your 
knowledge broad enough to meet the requirements of an 
executive position—or do you know little of business 
outside of your own department? 

Will you be qualified two years from today? 
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Only men who understand the fundamental principles 
of all departments of business can safely be trusted with 
important administrative responsibilities. 

The Institute offers you a practical, concentrated means 
of obtaining that knowledge in your spare time. 


SEND FOR FREE BOOKLET 


So far as it has been possible to do so, the Institute’s executive 
training plan has been outlined and described in an interesting 
booklet titled “Forging Ahead in Business.” 

There is no charge for this little book because it is worth only 
what you make it worth. Some men glance through it and toss it 
aside; others have found a fortune in its pages. It 1s a serious book 
about a serious subject; as such, it holds nothing for the merely 
curious. 

But it contains a message of lasting significance 
to men who are concerned about st $e they are 
going in business, and how they are going to get 
there. To men of this type, copies of “Forging 
Ahead in Business” are available without cost or 
obligation. Simply fill in and return the coupon 
below. : 


ALEXANDER HAMILTON INSTITUTE 


Dept. 667, 71 West 23rd St., New York 10, N.Y. 
In Canada: 54 Wellington St., West, Toronto 1, Ont. 





SS 2 SS Secs A Se SS SE SM AA ES ET wEES 
ALEXANDER HAMILTON INSTITUTE 


Dept. 667, 71 West 23rd Street, New York 10, N.Y. 
In Canada: 54 Wellington Street, West, Toronto 1, Ont. 


Please mail me, without cost, a copy of the 64-page book— 
*FORGING AHEAD IN BUSINESS.” 
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Turn WASTED DOLLARS 


into PROFITS! 


sun 


er 





With operational costs at an all-time high, 

4 management is turning to Lamson Pneumatic 

a a ‘ Tubes to eliminate three costly operational 

wastes: messenger salaries, production delays, 
wasted steps. And the reasons are obvious. 


Lamson Pneumatic Tube System is a network of 


light metal tubes that connect all points within 
your plant or business offices. In a matter of 


seconds, speedy carriers rush papers, memos, 
mail, telegrams, etc. from one point to another 


. .. and deliver them intact and safe. 


As a result, employees are rarely absent from 


their desk or benches. Messengers are eliminated. 
And the coordination of production with flow of 


papers eliminates costly production delays. 





Lamson Engineers can install Lamson Pneumatic Tubes 
in one or more buildings at moderate cost. They actually 


pay for themselves in a short time ... assure continued 
savings year after year. 
WRITE for free booklet—Wings of Business. Shows how 


Lamson Tubes are adaptable to your plant 
or offices. 


LAMSON 


CORPORA T 


4300 Lamson St. Kishin 1, a Y. 
Offices in Principal Cities 
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ment of a smaller part of income for 
services, particularly rent, made avail- 
able a larger share for expenditures on 
goods. These factors, however, have 
been weakening with time. 

Since the latter part of 1948, retail 
sales appear to have lost much of their 
upward momentum and small declines 
have been evident in some fields. 
Luxury lines have for some time tended 
to recede from the unprecedented level 
reached immediately after the war. 
Sales of jewelry stores have been drift- 
ing downward for more than a year. 

Receipts of eating and drinking 
places have not been advancing, largely 
because of lower expenditures on liquor 
and decreased patronage of night clubs 
and cabarets. Reduced demand for 
higher priced cosmetics, toiletries, and 
furs has also been in evidence. De- 
mand in some lines, notably automo- 
biles, has continued strong. 

But the position of the different kinds 
of business relative to total retail activity 
has undergone substantial changes in 
the post-war period. The share going 
to nondurables has been decreasing 
from the abnormally high position of 
the war when production of durable 
goods was sharply curtailed and spend- 
ing patterns were radically altered. The 
distribution of retail business is now 
about back to that which was charac- 
teristic of pre-war years of full employ- 
ment, 


PROFITS 


(Continued from page 12) 


grasp on either the tail or the trunk of 
the elephant, and they are quite willing 
tc be very dogmatic about such difficult 
problems as the need for earnings in a 
healthy business enterprise, and the 
ability of a Corporation to increase 
wages, to raise dividends, or to lower 
prices. 

The fact is, of course, that most of 
the figures expressed in dollars in the 
average corporate statement are pre- 
sented to represent relative values by 
means of accounting procedures which 
have been developed over the years for 
this purpose. 

In many instances the dollar figures 





Metropolitan Reports to Policyholders on 1948 Business 


HERE IS THE Financia) Statement of the 
Metropolitan Life Insurance Company for 
Jast year. It is more than just figures, be- 
cause back of them is the story of what 
32,700,000 policyholders have done for their 
families and themselves, 

The role of Metropolitan, like that of any 
Life insurance company, has been to help 
policyholders to make effective their indi- 
vidual plans for protection against the un- 
certainties of life. This Statement is a brief 
account of its stewardship. 

The amount paid to policyholders and 
beneficiaries in 1948 was $721,366,364. Of 
this sum, $263,780,754 went to the bene- 
ficiaries of 235,000 policyholders; $147,- 
045,672 to some 450,000 individuals for 
Matured Endowments and Annuities; and 
$59,403,238 for 650,000 claims for Disability 
and Accident & Health benefits. In addition, 
the tota) paid included sums for cash sur- 
render values, dividends, and other pay- 
ments due under outstanding policies. 

The total payments by Metropolitan to 
policyholders and beneficiaries during the 


last 16 years aggregated $9,346,330,825—a 
sum which has served as a stabilizing influ- 
ence in homes and communities throughout 
the country. This total exceeds the Com- 
pany’s assets of $9,125,145,007 as of De- 
cember 31, 1948, 


These assets are held to meet obligations 
of $8,591,210,201, of which more than 90% 
represents statutory reserves for future pay- 
ments to policyholders and beneficiaries. 
Over and above these obligations, there 
remained a surplus of $533,934,806, which 
is about 6% of obligations—a backlog 
which must be available against the pos- 
sibility of epidemics, adverse economic con- 
ditions or other unforeseeable situations. 


The Company’s assets guarantee the ful- 
fillment of the $39,958,517,854 of Metro- 
politan life insurance in force. In addition, 
they assure the payment of the 448,394 
annuity and supplementary contracts out- 
standing, and the 6,546,412 policies or cer- 
tificates providing benefits in event of either 
accident, sickness, hospitalization, surgical 
or medical expense. 


A few other highlights of the Company’s 
1948 annual statement are: the net rate of 
interest earned on total assets reversed the 
trend of many years and increased from 
2.94% in 1947 to 3.03%; in line with the 
experience of business generally, there were 
some increases in expenses; the rate of mor- 
tality was slightly lower than in 1947; the 
Japse rate was one of the best on record; and 
new life insurance issued during the year 
was $2,904,157,071. The amount held for 
dividends payable to Metropolitan policy- 
holders in 1949 totals $152,067,254. 


Metropolitan investments continued in 
1948 to serve various sections of the nation 
and its economy. The Company is interested 
in making loans, irrespective of size, to 
either individuals or corporations, which 
meet the legal requirements with which it 


must comply. 


A more complete review of the Com- 
pany’s affairs will be found in its Annual 
Report to Policyholders, which will be sent 


to anyone on request. 





Statutory Policy Reserves. . . 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


This amount, determined in accordance with teaat require- 
ments, together with future premiums and reserve interest, 
is necessary to assure payment of all future policy benefits. 

Policy Proceeds and Dividends Left with Company. 

Policy proceeds from death claims, matured endowments, 
and other payments, and dividends—left with Company by 
beneficiaries and policyholders to be returned in futureyears, 


STATEMENT OF OBLIGATIONS AND ASSETS...DECEMBER 31, 1948 
(In accordance with the Annual Statement filed with the Insurance Department of the State of New York) 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 
National Government Securities, . . . 


. $7,800,699,727.00 


U. S. Government 


Other Bonds 


485,882,414.00 
Railroad. . » » 
Public Utility. 


Canadian Government . 


. . . . . . . . . 
Provincial and Municipal 
eo « « 


Industrial and Miscellaneous . 


© « + 93,389,262,335.35 
$3,133,829,569.00 
.  255,432,766.35 

3,562,208,170.57 


69,755,510.23 
501,930,398.52 


"1,182,792, 757.79 
. 1,722,176,660.28 


oe ee 





Reserved for Dividends to Policyholders 

Set aside for payment in 1949 to those policyholders eligible 
to receive them. 

Policy Claims Currentiy Outstanding . 


Claims in process of settlement, and estimated cinta ‘that 
have occurred but have not yet been reported, 


Other Policy Obligations a Lie aye sae ee 
Premiums received in advance, reserves for mortality and 


morbidity fluctuations, reserve for continuing the program 
of equalization dividends on weekly premium policies, etc. 
Taxes Accrued. Sa ae er ae eer ee a 
Including estimated amount of taxes payable in 1949 on the 
business of 1948. 
Contingency Reserve tor Mortgage Loans. 
All Other Obligations 
TOTAL OBLIGATIONS 


SURPLUS FUNDS 


Special Surplus Funds, . . . . $ 80,013,000.00 
Unassigned Funds (Surplus) . . 453,921,805.89 
TOTAL SURPLUS FUNDS eee 


TOTAL OBLIGATIONS AND SURPLUS FUNDS . 


NOTE — Assets amounung to $438,451,141,96 are deposited with various public officials under requirements of law or regulatory 
authority. In the Annual Statement filed with the Massachusetts Department of Banking and Insurance, Statutory Policy 


115,552,843.75 


'$1,045,046,270.06 


152,067,254.00 Bonds of the Company's Housing Devel- 
opment Corporations. Poe 
CC ee ak ke ee a a ee ee 
35,428,842.47 All but $4,095,050.58 are Preferred or Guaranteed. 
Mortgage Loans on Real Estate . 
55,327,132.80 Mortgage Loans on City Properties , 


18,835,395.00 


21,000,000.00 
21,969,435.99 


- $8,591,210,201.26 


533,934,805.89 


$9,125,145,007.15 


Mortgage Loans on Farms 93,889,538.34 


fLoanson Policies. . . . . . - - - - - 

Made to policyholders on the security of their policies. 

Real Estate (after decrease by adjustment of $25,000,000 
in the aggregate). . . - 6 ta Se 


Housing projects and other real 
acquired for investment . 


estate 
- «+  (S& 153,465,256.62 


Properties for Company use 34,716,517.77 
Acquired in satisfaction of mortgage in- 
debtedness (of which $11,709,287.72 is 
46,235,804.19 


under contract of sale) . . . . 


Cash and Bank Deposits ye 
Premiums, Deferred and in Course of Collection . 


Accrued Interest, Rents, etc. . 


TOTAL ASSETS TO MEET OBLIGATIONS + —¢ $9,125,145,007.15 


Reserves are $7,800,819,811.00, and All Other Obligations are $21,849,351.99. 
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METROPOLITAN LIFE INSURANCE CO. 


1 Madi Avenue, New York 10, N. Y. 





Metropolitan Life 


\ 


Insurance Company 


(A MUTUAL COMPANY) 
1 Mapison Avenue, New YorK 10, N. Y. 
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Gentlemen: 


112,252,333.58 


1,138,935,808.40 


364,630,189.90 


209,417,578.58 


151,886,801.05 
131,311,715.47 


65,240,074.25 
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Please send me a copy of your Annual Report to Policyholders for 


1948. 
NAME 





STREET__ 





CITY. STATE___ 
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A Monument 
to Finer Living .. ¢ 
This is The Shamrock 


... hotel spectacular... 
symbol of hospitality in 
Houston, one of Amer- 
ica’s most hospitable 
cities. This is the ex- 
traordinary hotel native 
Texan Glenn McCarthy 
built for Houston as the 
realization of a young 
man’s ambition. . . his 
i. contribution to finer liv- 
Gini MDa ing and to the South's 

Aus reputation for warm hos- 
... oil wildcatter, 


pitality. 
sportsman, airman ee i f T , d 
. . oilman builder 1€ eyes OF Lexas an 
of The Shamrock Of the entire nation are 
and McCarthy on Houston's... The 
Center. Shamrock. 


In Houston, you are cordially 
invited to live at 


(Che Shamrock 


A GLENN McCARTHY ENTERPRISE 
Complete Convention Facilities Available—Teletype No. HO 192 


Through control 
of surface roughness, your 
production department can 


* Shorten or even eliminate certain 
sizing and finishing operations—with 
obvious savings in production cost. 


* Save time in setting up for dupli- 
cation of both long and short runs. 


* Detect impending dimensional 
errors before they occur, eliminating 
rejects. 


* Improve the consistency of prod- 
uct quality. 


These and other proven advantages are 
being obtained in hundreds of plants by 
numerically specifying the microinch 
roughness of machined, ground and fin- 
ished surfaces—internal and external— 
and by checking these surfaces with the 
Profilometer . . . quickly, accurately, in 
the shop. 

May we send you complete information? 

PROFILOMETER is a registered trade name, 
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29,569 PRESIDENTS 


DUN’S REVIEW REACHES 29,569 PRESI- 
DENTS AND 47,968 OTHER EXECUTIVES. 
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| World’s Biggest Letterhead Coupon! 
World’s Biggest Letterhead Bargain! 


ATTACH TO ONE OF YOUR LETTERHEADS—CLIP AND MAIL TODAY FOR... 


1. Big 1949 Portfolio of ‘‘Modern Letterheads,” 


Packed full of usable ideas for designing 


new letterheads-—for giving new life to old ones. 2, Mass Production prices on quality let- 


terheads—quantities from 6,250 and up. 


UNIVERSAL LITHOGRAPHING CO. 


All money-saving facts free. 


Send coupon today to 


4301 W. Diversey Avenue 
Dept. 24, Chicago 39, IL 


(Subsidiary of Peerless Lithographing Co.) 








a A ae pereduomisswanabere ak ceetoss 
Name of Buyer 


Seas 





SOUTH AFRICA 


number). 


CALLING 


To locate South African outlets which want to 
distribute your products, use the “South Africa 
Calling” section in “Dun’s Review” every second 
month (March, page 61; next section in the May 
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are used as bookkeeping records. In 
very few instances do they represent 
what many people think they do; name- 
ly, dollars in the bank. 

All of this can become even more 
confusing, particularly when such fac- 
tors as changes in dollar values and 
other economic developments create 
unusual conditions. 


Technical Accounting Concepts 


This, then, is our dilemma: Accord- 
ing to the accounting principles and 
practises which are deeply rooted in 
our economic system, we have become 
accustomed to express our statements 
of corporate activity in terms of dollars, 
using technical accounting concepts in 
the process. So long as we do, how- 
ever, under present conditions, those 
figures are subject to misunderstand- 
ing, with the result that many of the 
people in this country, interested in a 
corporation either as a consumer, a 
stockholder, or an employee, may be 
unable fully to understand the corpo- 
rate statements. 

It is not surprising that this problem 
of misunderstanding is an acute one. 
To most people, security is extremely 
important. To them it means some 
kind of financial stability, either from 
dividends or from wages and salaries. 
It implies being able to buy things they 
need at prices they can afford to pay 
without dissipating their resources. 
When these factors appear to be out of 
balance and seem to threaten a man’s 
security, he very naturally wants to 
know why. Whether he fully under- 
stands the real situation or not, he will 
find someone or something upon which 
to place the responsibility. His scape- 
goat to-day is too frequently the cor- 
poration. 

He is interested in whether or not 
corporations are able to pay higher 
wages or dividends, and whether they 
are able to reduce prices on the things 
he has to buy. In order to find the an- 
swers to these questions, he may investi- 





Tue BaroMETERS 


The Dun’s Review Regional Trade 
Barometers, including back figures, ad- 
justed for seasonal variation, together with 
additional information, are available in 
pamphlet form. The barometers, appear- 
ing in Dun’s REviEw since 1936, measure 
consumer buying for 29 regions of the 
United States and for the country as a 
whole. 














gate the financial condition of those 
companies. It is precisely at this point 
that he is confronted with figures repre- 
senting millions and millions of dollars 
in assets, in profits, in reserves, in capi- 
tal, in surplus, and in a variety of other 
categories. If he does not understand 
the real meaning of these figures and 
their relationships to his income and 
to the prices he has to pay, can he be 
blamed if he believes that he is being 
victimized ? 


Management Tries to Explain 


In recent weeks, many prominent 
and sincere representatives of manage- 
ment have been trying to explain the 
operations of their companies, in order 
to show how they have served the pub- 
lic interest in this period of inflation. 
They have explained the need for sub- 
stantial profits, in the interest of cus- 
tomers, employees, and stockholders, to 
provide for the high rate of expendi- 
tures necessary to meet operating costs 
and to maintain adequate capital assets. 

There are still many critics who are 
unimpressed, who believe that cor- 
porate profits are excessive and that 
somehow, somewhere, by subterfuge 
and accounting legerdemain, “big busi- 
ness” has hidden away huge sums of 
money which should rightfully have 
gone into increased wages or dividends 
or into reduced prices. 

Since our attempts to explain the real 
facts in the matter have been so often 
ineffective, our dilemma takes on a 
deeply serious aspect. There is evi- 
dence that the misunderstanding is 
widespread. And there is evidence, 
too, that the unrest growing out of this 
misunderstanding can bring about the 
destruction of some of the basic prin- 
ciples upon which our free economy 
has been erected. 

Most of those responsible for the 
management of American business are 
sincerely trying to do the best possible 
job of serving the long-term interests 
of the employees, stockholders, and the 
public in general. To a great extent, 
their decisions depend on human judg- 





Latest thing I ..for the earliest distribution of 


the morning mail—a new, desk model MailOpener!...trims a 
thread-like edge off any size envelope—thick or thin—with 
the flick of a finger...eliminates inefficient, old fashioned 
hand-slitting... Inexpensive, too!...Saves so much delay and 


effort, it’s a must for any firm that gets mail! Write for illustrated 


booklet and free chart of new postal rates... today! 


MAILQ PENER 


wee PITNEY-BOWES, INC., 1581 Pacific St., Stamford, Conn, 


..+ Originators of the postage meter « - - offices in 93 ciltes. 








Sco. 


WEED2&FEED 


will put “Sparkling Beauty” 
into any lawn while 
destroying ugly weeds 


SESTROYS WEEDS as IT 
FEROS THE 6pacc 
$$ 










APPLY IN ONE EASY, TIMESAVING 
OPERATION. Scotts WEED & FEED is a safe, 
dry compound that may be broadcast by hand 
or applied in a jiffy with a Scotts SPREADER. 
WEEDS VANISH and the grass becomes 
a healthy, sparkling green in just a few 











weeks. The transformation will amaze you. For new 
lawn beauty try Scotts WEED & FEED. 

READ Gawnlate to keep lawns looking their best. 
A FREE 2-year subscription is yours for the asking. 
Just drop a card to... 


OM SOM ES50NS CO 


ment and are, therefore, subject to 
error. But with all of its fallibility, 
this democratic economy is still the 
best ever devised by any civilization. 
Every possible precaution must be taken 
to establish in the public mind a better, 107 Spring St, Marysville, Ohio. 

clearer understanding of those funda- cquevvar ne-wshis:case* Mon taoeteas MaaN Nt wg ea 





ECONOMICAL 
this 12% Ib. package 
weeds and feeds 2500 
sq. ft.—(50’x 50’) 
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how to 
INCVCASE projits 


t L rou re) hh 
Reducing 
WAWz 


IE wear—that constant and costly 
breaking down of tooling and die 
surfaces—is being sharply curtailed 
in thousands of plants by the application of 
the versatile, hydraulically-smooth MULTI- 
PRESS to countless production jobs. 
Instead of processing parts with hammer- 
blow action—which is common with other 
types of press equipment—the MULTI- 
PRESS ram processes the part at the 
EXACT preset pressure—no excess ton- 
nage, no excess wear and tear on your tool- 
ing! Management, interested in cutting 
production costs as much as possible, can 
readily see how this smoother ram action 
and pressure control can reduce retooling 
costs and tool resharpening. And because 
dies hold their edge longer on the MULTI- 
PRESS, “‘down-time” — that non-operating 
period between tooling changes—is mini- 
mized with the result that productive oper- 
ating time is considerably increased. 
We'd like you and your production men to 
have a copy of our booklet, “MULTIPRESS, 
And How You Can Use It” so you can read 
the eye-opening proof of the hundreds of 
ways MULTIPRESS is cutting production 
costs for others. It’s vital, dollar-saving 
reading! Your name on the coupon below, 
clipped to your letterhead, will bring your 
free copy by return mail. 





LESS OPERATOR FATIGUE 


SHORTER DOWN -TIME 





CUTTING MAN HOURS 


4 FEWER REJECTS 


LOWER OPERATING COSTS 





1160-1215 Dublin Road 
Columbus 16, Ohio 


Please Rush “MULTIPRESS and How You - 
Can Use It” to: : 


THE DENISON ENGINEERING CO. : 


a OE ae re 


eeeoeee 


Company 


« Address__ 


City. i Zone__ State en 








mental principles which have been re- 
sponsible for its development. 

Two methods of achieving better un- 
derstanding suggest themselves: one is 
to revise the basic accounting principles 
by which financial facts are developed, 
and the other is to attempt to explain 
what the present facts really mean. 
The failure of American business over 
the years to do a better job in either di- 
rection is, to a large extent, responsible 
for our present dilemma. 


What Can Be Done? 


A proper solution of the problem re- 
quires action in both areas. Let us 
consider, however, only the second— 
that of a fuller and clearer interpre- 
tation of the financial operations of 
American business. Here, at least, 
remedial action can be taken quickly 
and, perhaps, effectively. Changes in 
our accounting system, by means of 
which we attempt to describe business 
operations, should come, but they will 
come more slowly. The present situa- 
tion demands speed. 

Specifically, what can be done? Many 
corporations have already supplied some 
answers and have probably accom- 
plished a little better understanding. 

First of all, the written reports which 
are submitted to the public should at- 
tempt, wherever possible, to bridge the 
gap between accepted accounting con- 
cepts and the layman’s general inter- 
pretation of them. Clear explanation 
should be given to such items as the 
inadequacy of depreciation reserves, un- 
der present inflationary conditions, to 
provide for replacement and expansion. 
It should be made clear that operating 
costs and profits, as expressed in the 
income statement, are arrived at on an 
accrual and not a cash basis. The pub- 
lic must understand that a corporation 
which shows millions of dollars in 
profit at the end of a year may still 
have no cash in the bank and may be 
required to borrow money to continue 
its operation. 

These explanations, of course, should 
include some indication of the way in 
which the interests of all segments of 
the public are served by the proper 
management of corporate financial 
activities. 

No annual reports, however, no mat- 
ter how clearly and attractively pre- 
sented, can hope to cure all of the mis- 
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DON’T /~ 
FILE IT- 








PENDAFLEX® , 


it's suspende 
hanging folders 


not supported v 


In your present cabinets, —— 
Pendaflex rh me folders 

cut filing-and-finding time { 

in half! Just empty the { 

cabinet drawer, set the Pen- { 
daflex frame in it, and hang 

the Pendaflex folders on the 

frame. Gone are slumping, 

sagging files. Instead, every 

folder and its contents are 

so easy to find, you'll won- 

der how you managed without this filing convenience! 


TODAY! Drop us a card for catalog and name of 
nearby dealer! 


Oxford FILING SUPPLY CO., INC. 
Garden City, N. Y. 


40,858 MANUFACTURERS 
DUN’S REVIEW REACHES THE 
PRESIDENTS AND TOP EXECU- 
TIVES OF 40,858 MANUFACTURERS. 











HOTEL 


— oe 
THE 
fc ae fe aN 
air conditioned 
I6th AND K STREETS, N.W. 
WASHINGTON, D. C. 
FRANK £. WEAKLY, Pres 





FOR RESERVATIONS: 
In New York Phone Circle 7-7130 
In Chicago Phone CEntral 6-6678 
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ALL IN THE FAMILY... 


THE EQUITABLE FAMILY 


During 1948 The Equitable family of policyholders 
was increased by thousands of new members who 
wanted the security provided by life insurance. 


From every state in the Union—from big cities, from 
country towns, and from farms—these new members 
who joined The Equitable widened its family circle to 
a total of 4,150,000 men and women with Ordinary 
and Group insurance amounting to over $13 billions. 


It is the thrifty action and self-reliance of this huge 
family banded together for mutual protection that 
makes possible the record of accomplishment which 
The Equitable brings to you in this annual report. 


Of the $307,600,000 disbursed last year to policy- 
holders and beneficiaries, $70,086,000 was paid out 
as dividends, thus reducing the cost of the insurance 
coverage; and $108,500,000 was paid in death 
benefits. 


Payments to living policyholders were approximately 








65 per cent of all disbursements made to The 
Equitable family during the year—indicating a con- 
tinuing trend of utilizing life insurance as a means of 
providing living as well as death benefits. 


This year The Equitable celebrates its 90th Anniver- 
sary. That milestone is approached in a difficult eco- 
nomic period. We have spoken out against the causes 
of some current economic conditions and will con- 
tinue to do so, firm in the belief that the best interests 
of life insurance policy owners are concurrently the 
best interests of the people in general. 


We shall be glad to send you a copy of the President’s 
Report to the Board of Directors for the year 1948. 
This report gives in detail The Society’s finances, the 
main features of which are outlined below. 


Gi. Wek 


‘ 4 “~\ President 











THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


A Mutual Company incorporated under the Laws of New York State 


DECEMBER 31, 1948 


Assets Reserves, Other Liabilities and Surplus 
OPC CEE te OEP CTO $ 105,440,308 Reserves for Policy and Contract 
Bonds (including $5,303,971 on de- Liabilities. . . Raeacenieaeded $4,442,232,369 
posit with public authorities) Premiums Paid in Advance.......... 87,556,012 
United States Government Bonds. 777,122,362 Reserve for Taxes. ... 2 6 cceccvccces 7,459,000 
GeIINEES  £-3. 2a-ax0 chvodae wee 3,004,749,170 Miscellaneous Liabilities............. 9,449,701 


Preferred and Guaranteed Stocks... 28,403,896 


COME INORG. 6 5 a's beeen cae eeis 080 5,245,174 Policyholders........... 63,250,322 

MRR MOORSE.. 6 occ ccccen sees 656,341,897 Total Reserves and Other SS a 

OO ere 112,977,497 Gin é dco buoeenedenn ee 4,609,947 ,404 

Loans on Society's Policies.......... 124,889,923 Surplus Funds: 

Premiums Receivable............... 33,797,617 Contingency Reserve for Group 

Interest and Rentals Due and Rife NNOVONEO. 5525. cece ces 8,130,000 
Accrued and Other Assets....... 34,366,603 Unassigned Funds (Surplus)...... 265,257,043 

Total Admitted Assets...............$4,883,334,447 TOP RRIIIEE 6 oii in kv ccareseieens $4,883,334,447 


In accordance with the requirements of law, all bonds subject to amortization are stated at their amortized value, and all other bonds and 
stocks are vaived at the market quotations furnished by the National Association of Insurance Commissioners. 


Thomas I. Parkinson, President 


Provisions for 1949 Dividends to 
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THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


° NEW YORK 1, NEW YORK 
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AMERICA’S PLAN 
FOR INDUSTRIAL SAFETY 


Offers Industry 
Room for 


* PROFITABLE PEACETIME 
PRODUCTION 


* MAXIMUM WARTIME 
PROTECTION 


Since America’s future safety 
lies in the security of its in- 
dustrial machinery, industrial 
leaders are being urged to 
adopt a progressive dispersion 
plan built around normal ex- 
pansion and obsolescence 
factors. Mississippi offers in- 
dustry space for expansion 
without danger of overcrowd- 
ing. Two other major factors 
favoring a plant site in Mis- 
Sissippi are: 


© Access to the world’s largest 
reserves of natural gas and ade- 
quate power service. 


© A reservoir of intelligent rural 
labor, willing and able to work. 


For specific information concern- 
ing your requirements, write: 


MISSISSIPPI AGRICULTURAL 
& INDUSTRIAL BOARD 


New Capitol Building—Jackson, Mississippi 








| right kind of information. 
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understanding. These reports should 
be supplemented by the constant util- 
ization of all sound means and methods 
of communication and education. 

The dilemma is by no means a hope- 
less one. Indeed, considerable progress 
has been made, but there is a great deal 
more to be done. The public is always 
a passing parade. Business should tell 
its story, not only clearly but repeat- 
edly, so that the minds of men may first 
of all be open to understanding, and 
secondly, may continuously receive the 
Perhaps 
then they will realize that this system 
of ours is basically good, basically just, 
and that it needs their support if it is 
to survive. 


CULTURE 


(Continued from page 20) 


were more powerful than the river at 
Hood, and the better known Paul Bun- 
yan, who drove the word hyperbole 
out of the lumbermen’s vocabulary. 

Besides this folklore of bombast there 
is a sincere attempt by many local his- 
torians to record in county journals the 
exploits of local heroes, and the border 
tales of men and women who fought 
through the skirmishes of many un- 
recorded incidents in the American 
Revolution, the War of 1812, and the 
Civil War. These are recounted in 
numerous county and State journals 
waiting for the appraising eye and the 
skilled pen of the novelist and balla- 
deer. Writers with the skill of Robert 
W. Chambers, Kenneth Roberts, Her- 
vey Allen, Carl Carmer, Walter Ed- 
monds, and others have put legend and 
fact to good purposes in their tales, and 
many readers gain a wider panorama 
of history from the romance than from 
the annals they neglected in the formal 
study of history. 

There is a current folklore which 
belongs to a more realistic school of 
writing in which the worn side of 
social garment is shown by Steinbeck, 
Caldwell, and in many of the short 
stories of Hemingway. The stories of 
the industrial and agricultural tourists 
belong to the twentieth century and 
are a by-product of our industrial and 
social system. There is a streak of the 
gypsy in a portion of our population 
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What tribute could be more thrilling 
than a lifelike bust in solid 
bronze of 
the founder, 
President or 
esteemed 
member 
of your 
organization? 
(And, it costs 
less than you think!) 
WRITE FOR INFORMATION 
Complete Catalog of 

Bronze Tablets also available. 


UNITED STATES BRONZE SIGN CO., INc 
570 Broadway, Dept. DR, N. Y. 12, N. Y. 


































GIPS TRADING 
AND 


HOLDING COMPANY 


(Gips Handel- en Bellingsmij N. V.) 
Oranjestraat 9 


THE HAGUE HOLLAND 


railway-sleepers and poles 
shipping and wood-preserving 
tar distilling and tar-products 
general merchants 


























The Table 

That Never 

Disappoints ae 
FOR 

For mess halls, cafeterias, CITERATURE 

lunchrooms and all serving = 


purposes. Address— 


THE “Wonrv0e. COMPANY INC. 


4o CHURCH STREET COLFAX, IOWA 











40,858 MANUFACTURERS 


REVIEW REACHES THE 
ENTS AND TOP _ EXECU- 
IF 40.858 MANUFACTURERS. 


VA 
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SAVES 5600 a year in shipping room,” say 
users of Marsh Stencil Machines, Brushes, Inks! 
Electric and Hand rated machines cut ¥2”, 
34", 1” letters. For sample stencil, Shippers’ Hand- 
book, prices, pin this to business letterhead with 
your name. 


MARSH STENCIL MACHINE CO. 
62 Marsh Building + Belleville Ill.,U.S. A. 

















“Holland Calling 





The undermentioned Trade Representatives and Traders in Holland are interested in establishing business relations WITH 
YOU. Direct all correspondence to these concerns at addresses given. 


This is a paid advertisement. 





ANKER BM ATELY SS ee N. 
ENAMEL WORK 


MANUFACTURERS OF ALL KINDS OF KITCHEN GOODS AND technical goc 
HOLLOWWARE. Ai QUALITY. “WHITE CAT” BRAND. N. V. 
BERCKELMANS & NIJSSEN, JAN LU YKENS STRAAT 64, AMSTER- i. Cable address: Monja. 


AM. CABLE QUOTATION. IMPO 


ACTIONS. 


C. VAN DER BURG & ZONEN, Vlaardingen. Exporters of selected 
Dutch herrings all over the world. Agents wanted. Manufacturers of Annual (1948) turnover $300,000. 
wooden barrels of any capacity and also of staves, headings and hoops. li. ONKENHUUT, 
“CHEMPHAR™ CHEMISC > MACEUTIS & HANDEL ; wey 
CHEMPHAR™ CHEMISCH PITARMACEUTISCHE HANDEL MY., address: HAKON, Amsterdam. 


N. V., 228 Keizersgracht, P. 
Manufacturers, 
ucts, 


DONOR TRADING COMPANY, P. O. Box 3001, Rotterdam-N. 


e** SOEST-HOLLAND. 


D RTERS, 
GENE RAL AGENTS SPECIALIZED FOR COMPENSATION TRANS- 


O. Box 657, Amsterdam-C. 
Representatives of chemical and pharmaceutical prod- 


EXPORTERS, 
V. S. OHMSTEDE, 


Importers and metals, 
Ne Va 
Whole- 


MERREM & LA PORTE, N. 
General pon hg and exporters. 


ONTAAN METAALHANDEL, Amsterdam, Paulus Potterstraat 


Keizersgracht 254, Amsterdam 


steels, tools. hardware, et 
OVERZEESCHE 
P. O. Box 85, AMSTERDAM. 
shells, cocaine, KO, and other vetoes produc 


V., Amsterdam. Technical office since 1870, 
lron and steel, non-ferrous metals, 


Telephone: 24692, 23291, 23940. Whole- 


sale dealers, importers and exporters of non-ferrous metals, minerals, 
chemicals and ferro alloys. 

PAULUS POTTERSTRAAT 4, AMSTERDAM. 
porters and distributors of tool mac hinery and sheet working machinery. 


Im- 


Seeks sole agencies for 1-.\ lathes, 


grinders, millers, presses, shears. Please quote prices and send ine oor 


(llolland). Cable 
a and exporters non-ferrous 


CULTU U R EN HANDELMAATSCHAPPI, 
Importers and bw ters%f coffee, spices, 


eee of camping, sporting, shooting articles, OXYDE., N. V.. LEIDSCHEPLEIN, HIRSCH na ILDING, AMSTER- 

CET. ORNEEAL PAPER COMDANT—Amstera DAM. IMPORTERS AND EXPORTERS OF ORE, IRON AND STEEL, 
Singel 194, P. O. 290. Agger te NON-FERROUS METALS, CHEMICALS, RESIDUES SCRAP, ETC. 
pen and Board a t all ns agate 1 en “PENTO” COSMETIC, Gieterstraat 5-7, Amsterdam-C. Cable 
Pent ye loc T1948) $6 cena’ oo ene address: Pento, Manufacturers of all kinds of cosmetic products, i.e. : 
ae oA ae 4 . v Toothpaste, shaving cream, powders, creams, lipsticks, lotions, 

J.C. VAN DORP & ZONEN, Viaardingen, Holland. Cables: Vandorp brilliantine, haircream, shampoos. 

Vetteoordskade Vlaardingen. Exporters of Holland-Herring since 1891. K. F. PETERS—CHEM. & PHARM. PRODUCTEN, Amsterdam. 


Agents wanted. 
JAC. DEN DULK & ZONEN (Est. 
address: “Visch.’” Salt and smoked herrings. 
G. HOOGERWERE, Vlaardingen (Holland). 
Salt herrings. 
IX. IHUNEUS, Baarn (Holland). 


INDUMEX TRADE 
porters—exporters, 
motors, machinery, medical furniture, etc. 
tool machinery, electric and diesel motor 


ca, 


KAHA., N.V. BUTTON WORKS, HEERE NGR. ACHT 20, AMSTERDAM. 


RUTTONS AND BUCKLES. 
KALKER NORDEN, 
Telegraphic address : 
taw hides and skins. 
selling agents demanded. 


C. KORNAAT’S HANDELMAATSCHAPPIJ, Established 1775, 
Export of salted and smoked herrings. 


Vv Srey (Holland). 
KWANTI P. 
Shoe- - nko Athlete’s Footpowder. 


1871), 


Export to all countries since 1869 

Representative for Holland of Fran- 
color, Paris, and Etablissements Kuhlmann, Faris. 
Spuistraat 210, Amsterdam. 
railway materials, iron, steel, 
Representations wanted for 


Prof. T ulpstraat 6, Amsterdam. 
Kalmord Amsterdam (Tanner’s Council Code). 
Import, Export and Commission. 


O. Box 205, ’s-Hertogenbosch (Holland). 


Cable address: Anorga. 


OTHER PIECE 
General im- 
industrial products, 


SHOE MACHINERY. 
leather-ind. 


Established 1850, 
First class 
iron and steel, 


Chemicals, 


ZWIJSEN & CO's Trading Co. 
Importers and Wholesalers, 


Are open for suitable products—as manu- 


Scheveningen. Cable facturers’ representatives—in the following lines: Chemicals (for 

Finest quality. technical use). plasticizers. solvents, ete. 

Cable address: Egooh. J. POLAK’S ENGROSHANDEL, N. V., KLOVENIERS-BURGWAL 19, 
AMSTERDAM-C (HOLLAND). WHOLESALERS, EXPORTERS AND 
IMPORTERS OF WOOLENS, COTTONS, SILKS, RAYON AND 


GOODS. 
RUTTEN’S DISTILLERY, P. 
facturers of the famous very Old Geneva 
Schnapps, liqueurs and dry gin. 

electric motors, tools and all articles for shoe- and 
Offers to T.A.B., P.O.B. 264, ’s Hertogenbosch, (Holland). 
WALDORP RADIO LTD., Leeghwaterstrat 120, The Hague, Holland. 
Manufacturers of electrotechnic housekeeping apparatus want to get 
into touch with factories in the United States which are interested 
in co-operation for the manufacture in Holland. 

VAN DER WOUDE & FABISCH, Amsterdam, Rokin 30. Wholesalers 


O. Box 26, Schiedam, Holland. Manu- 
“The Black Prince’ Schiedam 


light railway material, non-ferrous — Wants 
to represent American mills or first class exporter 
; IJselstraat 7, ROT . ERDAM. Steel 


Cable: “Favourite.’ 








HANDEL-MAATSCHAPPI] 


H. ALBERT DE BARY ¢.€°. n.v. 
MERCHANT-BANKERS 





AUTHORIZED FOREIGN 
EXCHANGE BANK 


COMPLETE 
BANKING SERVICE 


IN CONNECTION WITH IMPORT 
AND EXPORT TRANSACTIONS 











CAPITAL AND RESERVES FL. 23 MILLIONS 
AMSTERDAM, HOLLAND + HEERENGRACHT 450 











THE ONLY 
SUITABLE 
ADJECTIVE 
TO THE 
SUBSTANTIVES 


“Te” 
and 


“SCARF” 


IN THE 
DICTIONARY 
OF FASHION! 

EXPORT ALL OVER THE WORLD 
Manufacturers of ties and scarves 
Jodenbreestraat 14 Amsterdam, Holland 
Cable Address: DASLUCKY 









REGISTERED TRADEMARK 
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that was reflected in the patent medi- 
cine man, the raucous tin peddler, the 
roving job printer, and restless’ farm 
hand. The improvement in transpor- 
tation keeps a newer crop of road gyp- 
sies, and hoboes crossing State lines 
with an aristocratic ease that finds them 
in Canada this Summer and in Florida 
for the Winter. Their songs and stories 
are not too well defined as yet, and 
much of their attempts are confused by 
the synthetic emotions of Tin Pan Al- 
ley and Hollywood, but their juke box 
culture is a part of the American scene 
for better or worse. 


Marcher or Spectator 


The tragedy of spectacle recreation is 
that it limits or forbids the participa- 
tion of the individual. It’s infinitely 
better to be a marcher in a parade than 
a spectator, even though there is a vi- 
carious thrill in looking on, and beat- 
ing time. Service clubs like Rotary, 
Kiwanis, Lions, and Exchange, succeed 
when the members not only do some- 
thing useful for their communities but 
actually for their own souls when join- 
ing in the song and dance, or the quar- 
There is ten times the cultural 
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... with GOGETIER 
Power LIFTRUCKS 


“GO-GETTERS” walk away with work that would 
be too costly in time and labor with man-power 
alone. These battery-operated Liftrucks assure 
definite savings in moving, lifting and stacking 
any load up to the maximum capacity of the 
equipment itself. They save effort . . . make 
it practical and economical to conserve storage 
space through high, fast stacking. 


Features include finger tip single lever control. . . au- 
tomatic hydraulic braking . . . tamper proof key lock. 
Available in all types to meet every requirement. 


Ask for Bulletin 166 


ReEvOLvVATOR Co. 


4D MANUFA 





8702 Tonnele Ave., North Bergen, N. J. 


1949 

















FACTS, FIGURES 
and DECISIONS 
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DON’T YELL IT! 
Select-O-Phone is a 


real Telephone System 
] 









KELLOGG 
SELECT-O-PHONE 


AUTOMATIC PRIVATE TELEPHONE and PAGING SYSTEM 


Owning your own inexpensive Select-O- 
Phone System is like having extra hours 
added to every working day. The staff 
spend more time at their desks working— 
less time walking. Facts, figures and deci- 
sions flow faster — and the whole business 
runs smoother. 


Select-O-Phone is a true automatic 
telephone system. Permits unlimited simul- 
taneous conversations, every one private 
and secret. It takes no operator, gives in- 
stant dial service for 5 to 48 desks. Every 
station is a master station. Anyone can call 
anyone else—or call a conference with 
any or all persons on the system. 


You pay no rent. You buy the system 
outright and let it pay for itself out of 
savings. Takes 25 to 50 percent of the load 
off your switchboard. Simple to install. 


MAIL THE COUPON FOR FULL DETAILS 


SELECT-O-PHONE DIVISION 
KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
6674 So, Cicero Avenue, Chicago 38, III. 


Send full information how Select-O-Phone can save 
money and improve my company's operation. 
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| value in a square dance with all folks | 


| hopping around to the squeal of a fiddle 
| than there is in watching a night club 
performance, breathing rancid air, and 
drinking low grade liquor. 

The influence of the giant magazines, 
radio broadcasts, and book clubs strikes 
a paralyzing level on a literate people 
of mixed traditions and transplanted 
roots. Mass education has reached a 
high percentage in numbers in our 
country abetted by the visual education 
of the movie, and the audible education 
of the radio broadcast, and while much 
information is imparted, vast emotions 
aroused, and some ethics imparted, little 
is added to our cultural treasury. 

Like those who bargain for security 
at a sacrifice of personal freedom, a vast 
segment of the people accept the com- 





fort of blueprinted entertainment at the 
expense of their creative efforts. 


Development of Literary Taste 


In offering a criticism of our demo- 
cratic benefits which make recreation 
and entertainment too easy for all 
levels, we need not be deluded by 
the “good old days” when only the 
aristocrats could go to a concert or the 
theater. Our spot light is too small and 
the area of suffering and misery in the 
shadows too large. The blessings of a 
material age are not unmixed, and cul- 
ture cannot be measured by bath tubs, 
central heating, or canned foods. 
Neither should our attempt to awaken 
a cultural renaissance in our people 
cause us to discard the benefits of 
scientific and industrial progress. 

The radio has contributed tremen- 
dously to the appreciation of good 
music by the populace, but “time” has 
been sparingly allotted to the develop- 
ment of the literary taste. The broad- 
cast medium has an enormous potential 
for cultural activity, but it is caught in 
its own trap for mediocrity. A victim of 
the limitations of the clock, the literary 
program gets only an occasional un- 
sponsored half-hour a week left over 
from the available time. Radio, like 
the movies, is slowly improving as a 
cultural medium, but the spectacle of 
the averaged multitude trying for the 
jack pots instead of the eclectic few of 
the round tables is not encouraging. 
The demand for a maximum audience 
cramps the use of the airwaves, and the 
selective listener seeks out the better 
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WOOD SHELVING 


Here is the ideal all- 

purpose shelving for 

FE, office, factory or 

store. Tested for 

more-than-a-tonload. 

Starter Unit consists 

of 6 shelves with 42” 

: x 24” clear storage 

ane soe = area with 1214,” clear- 

derosa Pine precision ance between shelves. 
cut with attached : 

patented rust-proof Units added as 

Maite ot serow, needed. Nothing to 

needed. compare with it any- 

where. 42 sq. ft. of 

shelf area at ex- 

tremely low cost. 

Immediate delivery. 

Investigate now. Cir- 

cular on request. 











IMMEDIATE DELIVERY 


BANKERS BOX CO. 


720 S. Dearborn St., Chicago 5, Ill. 





480012 


A Chair that Really 
Spells “LUXURY” 


High Back available in Hand 
Glazed Antique Decorators’ Leather 


Taylor 


You'll want to try this chair in your own of- 
fice. It’s a luxuriously comfortable High Back. 
suilt in genuine walnut with deep pillow-spring 
cushion back for lasting comfort. Maintains 
the Taylor standards of 135 years. 

Loose spring-filled cushion over a deep spring- 
filled platform. Cushion is upholstered in 
leather on one side and in matching Gros Point 
fabric on the other ... utility and matched 
styling for year around use. 

TRY THIS LUXURY CHAIR IN YOUR OWN OFFICE. 


THE TAYLOR CHAIR COMPANY 
BEDFORD 7, OHIO 











recordings on the low and high ends 
of the wave bands. The televised pro- 
gram also offers an expanded oppor- 
tunity for participation in the visual 
arts, and should be a boon to the drama 
and dance despite its threat against the 
fading art of after dinner repartee. 

Whether or not our present business 
man is the conversational equal or a 
superior of his forbears may be a sub- 
ject of prolonged debate, but the busi- 
ness man of the nineteenth century 
wrote a better letter than the twentieth 
century business man, for several rea- 
sons. He frequently composed by hand, 
and recopied his message in order to 
have a file copy. His choice of language 
reflected the time given to reading and 
his care in getting precise meanings. 
He usually avoided the stencils of the 
mental pauper and the gobbleygook 
of the intellectual parrot. 


What about Letter Writing? 


If we gather a week’s incoming mail, 
we can observe how few of the letters 
contain the original idea, the shrewd 
avoidance of commercial cliche, the 
verbal enterprise of the man with a 
reasonably large inventory of words 
and phrases which are not fringed with 
repetition. A good secretary can often 
put some variety into the hackneyed 
observations, but few correspondents 
have any subtlety even in the use of in- 
vective Or irony. There is a vast Op- 
portunity for improvement in the 
amenities and courtesies, not only of 
the commercial letter, but also in per- 
sonal correspondence. The typewriter, 
the antidote to writer’s cramp; the tele- 
phone, the excuse of the man too lazy 
to write; and the telegraph, the device 
of the man who mistakes brevity for 
clarity reduce man’s urge to leisurely 
self-expression. 

Business is blessed by all three of 
these contributions to rapid communi- 
cations, and if they have abetted the 
lethargy of business correspondents, 
let us not blame Sholes, Bell, or Morse 
for the benefits they have given us, and 
the hours of labor saved. We cannot 
blame their success for our shortcom- 
ings and bad habits. For inspiration 
one can always go back to the letters 
of Samuel G. Goodrich, who was better 
known as Peter Parley. His letters are 
highly informative about business af- 
fairs in the United States in its forma- 
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THE CARVER LABORATORY PRESS 





This small, powerful hydraulic Press in- 
creases the scope and accuracy of prod- 
uct research and development. Compact, 
self-contained, simple to operate. Con- 
trolled pressures up to 20,000 Ibs. 


FRED S. CARVER INC. 
HYDRAULIC EQUIPMENT 


349 HUDSON ST., NEW YORK 14, N. Y. 


... for Working Out 


RESEARCH 
PROBLEMS 
by Pressing Tests 


The Carver Laboratory Press, 
shown with Accessories, is 
standard for general research 
and development. All Carver 
Accessories are interchangeable. 
The press, alone — $170. Com- 
plete with accessories for gen- 
eral research as illustrated — 
$397. Available from stock. 


Carver Accessories give practical bene- 
fits of a press that is custom-made for 
individual needs. Send for Catalog that 
describes this equipment and some of 
the many useful applications in industry. 


Please send catalog, describing Carver 


® Laboratory Press and Standard Acces- 


sories. (No salesman, please!) 

















5 Ways that 
Letter Paper'‘R’’ 


OUT-SELLS and OUT-SAVES 
Paren 'X’’... 


Make the right impression. Use Rising 
Letter Paper It has 
the five qualities rated highest by 


paper ’’R’’ below 
executives 

You're right with Rising for your 
office forms records 


. direct mail 


letters - 


documents . 


ne, 
Rising verter Parer 


For Your Letters of Importance. 


Ask your Printer or Stationer. They know paper 


Rising Paper Co 
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QUALITY THROUGHOUT 


IN PRODUCT 
AND PACKAGING 


The makers of Avoset Sterilized 
Cream — the new dairy discovery 
that keeps sweet for months — ‘‘use 
Arabol adhesives because they hold 
labels snug even after days in gro- 
cers’ refrigerators’. 

Arabol is proud of the fact that 
their adhesives are used by Avoset 
Company. 

Since 1885 it has been our aim 
to supply the one best adhesive for 
each customer’s particular require- 
ments. On this basis we are privi- 
leged to serve the leaders in a hun- 
dred different industries. See the 
Arabol representative when he calls. 
He knows adhesives. 

Sa S5>-<cecee- 


PIONEERING 
in the making of 
ADHESIVES THAT WORK 


THE ARABOL MANUFACTURING CO. 


Executive Offices: 110 East 42nd St., New York 17,N. Y. 
LONDON E. C. 1—8 Sans Walk, Clerkenwell 
PHILADELPHIA 47—600 S. Delaware Ave. 
PORTLAND 9, ORE.—1233 N. W.12th Ave. 

ATLANTA 3—375-377 Whitehall St.,S.W. 
BOSTON 9—12 Commercial Wharf 
LOS ANGELES 11—2262 E. 37th St. 
SAN FRANCISCO 3—1950 16th St. 
CHICAGO 50—1835 S. 54th Ave. 
ST. LOUIS 4—2500 Texas Ave. 









ARABOL! 





tive years or, we can read some of the 
letters of Sherman P. Church, a com- 
mercial traveller and credit analyst 
whose picturesque language in describ- 
ing tradesmen cost him a few thou- 
sand dollars damages in a libel suit. 

The nineteenth century European 
through the eyes of Charles Dickens 
looked upon the American business 
man as a precocious, but bumptious and 
ill-mannered child. The twentieth cen- 
tury European holds to some of these 
opinions, but is willing to temper his 
criticism. Our apparent immaturity is 
compensated by a boisterous and gener- 
ous spirit which meets all problems 
with an energy and confidence which 
appals the European, and occasionally 
wins his admiration. 


Candor and Faith of Americans 


Actually, this picture is more of a 
tintype than a portrait, and our busi- 
ness people are not so easily cut to a 
pattern. We have our share of sophis- 
ticates, opportunists, and swash- 
bucklers, but Europe can be thankful 
for the candor and faith of the Ameri- 
can who believes that the world is 
worth saving, despite two thousand 
years of evidence to the contrary in the 
governments of Europe. D. W. Bro- 
gan, the London political historian and 
publicist, holds that this spirit of 
Yankee enterprise, of organizational 
faith, of naive sense of power, is the 
hope of maintaining the capitalistic 
world in the framework of a modern 
industrial democracy. 

The American business man can’t 
quote classical poetry like the Briton, 
and his familiarity with music is seldom 
as sharp as the French or Italian, and 
his sense of philosophical subtleties is 
not so alert as the continental ideologist. 
He deals usually in opposites, black and 
white, right and left, good and bad. 
Distinctions to him are often only eva- 
sions in which the disputant lacks the 





The publishers of Dun’s Re- 
view will appreciate notices of 
change of address as early as 
possible. Usually, it is neces- 
sary to have four weeks’ notice. 
Please include the old address. 
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HAVE YOU MEN 
TRAVELING FOR YOU... 


And re-imburse them 
for expenses by mailing 
checks ? 








Then learn how far su- 
perior Traveletter ser- 
WO BE os ae 


To the uncertainty of 
your present system for 
keeping them supplied 
with funds... . 


Used for over 50 years 
by thousands of com- 
panies traveling 5 to 
1,000 men. 


TRAVELETTER CORPORATION 
342 Madison Ave., New York 17, N. Y. 


Without obligation, send information about 
Traveletter Service. 


Name. sgoaeeaerearcives Title 
Company 
Fe ae ae ae 

CR ae BN aiden te 
No. of Travelers Employed 




















RELEASE TIED-UP CAPITAL 


Wise management unshackles 
needed funds tied up in automo- 
tive equipment. Truck leasing, 
the NTLS way, makes truck op- 
eration a direct business expense 
instead of a capital liability. 

Call the phone number 
shown in the classified 


directory under this 
symbol. 









COMMUNITY is about to receive the plans 

for its new school . . . a school that will be 
of the safest possible construction to protect the 
lives of the children because this community 
adopted the Building Code of the National Board 
of Fire Underwriters. 


As this architect works, he frequently refers to 
the code. In his specifications he details the use of 
materials and building techniques that have been 
tested and found safe. He follows the rules for 
ample fire escapes, enclosed stairways, approved 
beam-loading, fire-resistant roofing and the myriad 
other items which will make this school, or indeed 
any structure, a safe building of sound construction, 
for this is the basic aim of the National Building 


Code. 














OUR PREMIUM DOLLAR 
IS WORKING FOR YOU! 
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Here is a concrete example of how your insurance 
dollar works for you and for the safety of your com- 
munity. This safest of all building codes was devised 
in 1905 and has been improved and kept current 
through revision by the National Board of Fire 
Underwriters, an association of the capital stock fire 
insurance companies of America. 


As an active member of the National Board, The 
American Insurance Group emphasizes the strength 
of its slogan: 





Quality Insurance through ever-expanding and 


ever-improving Quality Protection since 1846. 











The American Insurance Co. 
Bankers Indemnity Insurance Co. 


() 


THe 





Newark, New Jersey 


The Jersey Fire Underwriters 


APRIL + 1949 


The Columbia Fire insurance Co. 
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INDUSTRY sruvies 


FOR BUSINESS PLANNERS WHO 
NEED A COMPREHENSIVE PICTURE 


KEY INFORMATION to help you plan your entry into a 
new field is gathered for you in one complete, condensed 
report. 


AN INDUSTRY STUDY summarizes the experiences, 
practices, and opportunities of an entire industry or trade. 


¢ PRODUCT types and uses... history of 
product development * PRODUCTION rec- 
ord of industry... production capacity « 
DISTRIBUTION CHANNELS ..... typical 
discounts and trade practices . . . types of 
outlets > MARKET POTENTIAL .. . pene- 
tration of the present market . . . opportuni- 
ties for new markets . . . possibilities for 
growth « PRICE structure and pricing meth- 
ods... price trends » SALES AND PROFIT 
TRENDS of the industry For further infor- 
mation consult the: 


BUSINESS INFORMATION DIVISION 


DUN & BRADSTREET, INC. 


290 BROADWAY +» NEW YORK 8 - NEW YORK 
OR YOUR LOCAL DUN & BRADSTREET OFFICE 
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courage of his convictions. His faith 
is a shining shield unblemished by 
despair. Lacking an ancient tradition, 
he borrows a synthetic and composite 
coat of arms, the plow and axe crossed 
with a mule rampant. He has no roots 
in failure, and if his civilization is un- 
duly influenced by a measure of the 
material things, his ethical standards 
are high and his cultural standards are 
showing a slow gain in sensitivity 
against the numbing effects of mass 
education, and mass entertainment. 


Support of American Arts 


America is young as nations are 
counted, and even younger as cultures 
are evolved and appraised, and the 
melting pot has decades to boil before 
a clear culture is likely to jell out of the 
many composites. We have our artists 
and our new art forms, our composers 
and some interesting experiments in 
musical composition. Many of our 
playwrights, novelists, and poets have 
won their spurs in world competition, 
but you can mention their names from 
the housetops, and only a small number 
of people will turn in recognition. The 
creative arts struggle for attention 
against the brassy insistence of the me- 
chanical and pseudo art forms which 
entertain the multitude. 

Business men have been accused of 
supporting the arts with their pocket- 
books rather than with their souls. 
Like all half-truths it is a difficult state- 
ment to prove or disprove. We can 
point to the notable exceptions of busi- 
ness men like Vice-president Charles 
G. Dawes who was a talented musician 
as well as a banker, or Wallace Stevens, 
vice-president of the Hartford Accident 
and Indemnity Company, who is a 
leading American poet, or Howard S. 
Cullman, chairman of the board, Port 
of New York Authority, who is the 
sponsor of many hits on the American 
stage. More important is the fact that 
the shyness of many business men covers 
up their emotional capacity to be stirred 
during an artistic encounter with a 
great painting, play, novel, or poem. 

If there need be a moral to this ap- 
praisal of American culture, let it be 
to suggest that we approach life at 
right angles and enjoy a wider perspec- 
tive, rather than sliding along a groove 
which is parallel to the passing hour. 
The cultural enjoyment of life is essen- 





tially a spiritual adventure in which we 
sharpen our sensory appetites for musi- 
cal enjoyment, for the folklore rhythm 
of the people, for their legends tradi- 
tional and contemporary, pursuing an 
individual search, and getting the per- 
sonal satisfaction of earning the reward 


of the pioneer who samples the trea- 


sures about him. 

The cultural hobby always enriches 
the soul of the individual who can lay 
aside the problems of the day for a few 
hours and then return to a desk or 
bench with a broader vision, and a 
livelier imagination for the tasks at 
hand. It’s a weak democracy that can- 
not afford a little aristocracy, for the 
esthetic person is too willing to share 
his pleasure to be a snob. 
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NEW MONROE ADDING-LISTING MACHINE MODEL 408-11-001 


Monroe presents its new 8-column electric 
adding machine with direct subtraction ... 
at a price that will appeal to every busi- 

ness familiar with Monroe high standards. 
The same brilliant performance ... the same 
sturdy, high-quality construction, and the 
same features that made the larger-capacity 
Model 410 an instant success. See and 
compare! Finger-ease keytops... no-glare 
colors... “Velvet Touch“ operation .. . and 
ample capacity for a wide range of work. 
Sold only through Monroe-owned branches 
and backed by a nation-wide factory-trained 
service organization. Monroe Calculating 
Machine Company, Inc., Orange, New Jersey. 


ONROE 


MACHINES FOR BUSINESS 





CALCULATING + ADDING + ACCOUNTING MACHINES 
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REVERSIBLE 
BRUSHES 


SAVE YOU MONEY 


You get longer brush life with a 
Corbin Floor Machine . . . because 
by a simple flick of a switch you 
change direction of brush rotation, 
keeping bristles straight and clean, 
free from matting. 


THE MOST IMPORTANT 
DEVELOPMENT IN FLOOR 
MACHINES SINCE THEY WERE 
FIRST INTRODUCED... 


Ordinary brush after 


only eight hour’s use eee 
in conventional ‘‘one- ES 
direction” floor ma- 


chine. 


> Same type of brush 
after equal use in 
Corbin reversible 
Floor Machine. 
HERE'S HOW RID 


LOW CENTER BALANCE 
CUTS FATIGUE 


Corbin Floor Machines have an in- 
credibly low center of gravity; the 
high-torque, ball bearing motor is an 
integral part of the machine. The usual 
top-heavy wobble and sudden side pull 
are eliminated; operators find their 
work easier and better. 


IF YOU WANT TO CUT FLOOR 
MAINTENANCE COSTS there are 
more facts yoa should know about 
Corbin Floor Machines. A catalog is 
yours for the asking. Write for it. 
Corbin Screw Division, The American 
Hardware Corporation, New Britain, 
Connecticut. 


F-94 
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BRAND NEW! 





A sensational new carbon-interleaved form 
43 | for rapid office intercommunication and 
replies. Fills a long felt want for mes- 
58 sages, inquiries and instructions within 


your organization and to outsiders. 

e So Easy to Use! 

27 | @ Provides Follow-Up Copy! 

e Compels Attention and Demands a Reply! 


















™ e Imprinted With Your Name and Address 
3 (Optional) 
e Two Sizes: 8'/,” x 7” and 8Y,” x 11” 
” Write for free samples and prices 
al on your letterbead 
ALFRED ALLEN WATTS CO. INC 
- 216 William Street, New York 7, N. Y. 
40 
68 | Construction and Engineering 
61 | for 
«||| PNEUMATIC PRESSURE 
al GROUTING 
4 


INTRUSION and 
: CONCRETE WORK 


a RESTORATION—and strengthening of 
weak, ruptured or impaired structures. 
| SOIL STABILIZATION—by deep sub- 


25 | grade consolidation of filled ground, silt 
deposits or other unstable ground for- 
30 mations. 


SEALING—of subterranean flows of 
water under buildings, dams, and other 


59 structures. Construction of submerged 
Dams, Groundwater control for Mines, 
7 Subways, Aqueducts, Seawalls, etc. 
CEMENTATION—of loose or fractured 
ae rock strata, gravel or rip-rap deposits to 
prevent danger from slides, falls, or in- | 
I filtration. 
PRESSCRETE FOUNDATION PILES— 
9 built-in-place without vibration, noise or 


ground disturbance. No limits to length, 
size or shape. 

PRESSCRETE ENCASING—For repair or 
protection of maritime foundation piling 
= attacked or endangered by teredos, dry- 
, rot, fire, rust, impact, abrasion or other 
marine hazards. 


IV 




















- Write for complete information. 
8 
3 te Dresscrete co 
48 Incorporated 
243 Graybar Bldg. - New York 17, N. Y. 
46 —— 
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Highlights of the 37th Annual Report of 
COMMERCIAL CREDIT COMPANY 


The activities of Commercial Credit Company are carried on in three main divisions, 
consisting of Finance Companies, Insurance Companies and Manufacturing Companies. The con- 
solidated operations, total volume of receivables acquired by the Finance Companies, gross premiums 
written by the Insurance Companies, net sales volume of the Manufacturing Companies and con- 
solidated net income credited to Earned Surplus were larger during 1948 than for any previous year 
in the history of the Company. 





Consolidated Balance Sheet as of December 31, 1948 


ASSETS 


CURRENT ASSETS; 
Cash in banks and on hand... . 
Marketable Securities: 


U. S. Government Obligations. . $ 40,434,313.50 


Other Marketable Securities... . __ 9,632,195.02 
$ 50,066,508.52 
Less Reserves. . 79,687.20 


Accounts and Notes Reoivatle: 


Motor and Industrial Retail and ‘‘F.H.A."’. $335,221,655.82 


Motor and Industrial Wholesale........... : 82,836,617.07 
Open Accounts, Notes, ciel and 

PROM Sicaweseeoueres 45,755,098.96 
Direct or ‘‘Personal Loan”’............. 28,125,140.34 
Sundry Accounts and Notes.............. 2,179,280.99 


Total.... Sarees - . $494,117,793.18 
Less Reserves for 35k oe ee 


Unearned Income $ 20,171,379.93 


Losses on Accounts and Notes Receivable 5,844,884. 37 

$ 26,016, 264.30 

Other Current Assets: _ 
Trade Receivables—'*Manufacturing 

Companies”... ... $ 4,709,935.93 

Inventories—‘ “Manufacturing Companies" 8,673,181.25 


Premiums and other Receivables. __5,727,273.19 


Total Current Assets 


FIXED AND OTHER ASSETS: 
Land, Buildings & Equipment— 


“Manufacturing Companies’’. . $ 5,561,968.40 
Company Cars ($826,346), 
Repossessions ($198,296) and Other 1,170,877.04 


DEFERRED CHARGES (Prepaid Interest, Expenses, etc.) 





CONSOLIDATED OPERATIONS 
Gross Finance Receivables Acquired........ 
Gross Insurance Premiums, prior to Reinsurance 
Net Sales of Manufacturing Companies 
Gross Income. . 

United States and Canadian Income Taxes 
Salaries, Wages, Commissions 
Number of Employes: 
Finance Companies. . 
Insurance Companies... ..... : 
Manufacturing Companies 


Total... 


COMMERCIAL CREDIT COMPANY AND SUBSIDIARIES 
HOME OFFICE — BALTIMORE 2, MARYLAND 


$ 51,974,536.72 


49,986,821.32 


468, 101,528.88 


__19,110, 390.37 


$589,173,277.29 


6,732,845.44 
__1,792,269.00 
$597,698, 391.73 


A Few Facts, as 


$ 1,767,992,887 
37,362,657 
90,440,269 
83,410,751 
12,547,557 
38,607,700 


4,183 
1,287 
5,675 


11,145 


of December 31, 1948 





LIABILITIES, CAPITAL AND SURPLUS 


CURRENT LIABILITIES; 
Notes Payable—Unsecured Short Term......... 
Accounts Payable and Accruals................ 
Reserve for Federal Income Tax... .. Rawal 
Funds Held under Surety Agreements... .... 
Reserves—Customers Loss Reserves and other... 


Total Current Liabilities................ 


UNEARNED PREMIUMS—“INSURANCE COMPANIES" 


RESERVES FOR: 


Losses and Loss Expense—'‘Insurance Companies"’ $10,637,503.73 

Security Value and Exchange Fluctuations... ... 1,015,475.60 
UNSECURED NOTES: 

Note, 1-5/8% due Aug. 1, 1951..........0.005 $35,000,000.00 

Notes, 2-3/4% due serially 1953/1956. . 25,000,000.00 

Note, 3% due Jan. 1, 1963. . da 50,000,000.00 


SUBORDINATED UNSECURED NOTES: 
Notes, 3% due 1957... . 


MINORITY INTERESTS IN SUBSIDIARIES..... 


CAPITAL STOCK AND SURPLUS: 


Preferred Stock—$100 par value 

Authorized $00,000 shares 

Issued and outstanding 250,000 shares........ $25,000,000.00 
Common Stock—$19 par value 

Authorized 3,000,000 shares 


Issued and outstanding 1,841,473 shares 18,414,730.00 
Capital Surplus 17,831,440.61 
Earned Surplus 37,277,708.24 


$284,794, 500.00 
23,287,156.98 
14,450,159.49 

515,635.67 
8,925,159.06 


$331,972,611.20 


20,374,064.54 


11,652,979.33 


110,000,000.00 


25,000,000.00 


174,857.81 


98, 523,878.85 





$597,698,391.73 





NET INCOME 

Pia Casas dc cecenseccadeuserseapiiec 

Insurance Companies. .........600000eeceee Ce errr 

Manufaccuring Companies..............-.. ‘ 

Net Income from Current Operations........... ae 

Non-Recurring Credit from Reserve for Contingencies, 

Accumulated since 1939............+. ‘ ; 

Net Income Credited to Earned Surplus. . 

Net Income per Share on Common Stock: 
Credited to Earned Surplus.................. 
From Non-Recurring Reserve for Contingencies 
From Current Operations............... 


$ 6,731,303 
3,691,270 
6,240,875 

$ 16,663,448 





4,500,000 


$21,163,448 


$11.00 
2.44 


$ 8.56 


MORE THAN 350 OFFICES IN PRINCIPAL CITIES 
OF THE UNITED STATES AND CANADA 
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adding machine buy! 


Find out which model Burroughs adding machine 
is right for your neéds. Find out the price. Then 
compare this Burroughs with other adding 
machines at a comparable price. Compare the 


quality of workmanship, the speed and sureness 


of operation, the features. You'll see why a 
Burroughs is your best buy . . . why operators 
prefer Burroughs. Immediate delivery on most 
models. Call your Burroughs branch, or write— 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT 32, MICHIGAN 


WHEREVER THERE'S BUSINESS THERE’S 


Bu 





A Burroughs is your best’ 

















buy an 8-column 

Burroughs, 
capacity 999,999.99, 
for only 


# 


plus applicoble toxes 


Se 








acta Sect te dc 
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Number three of a series 


BANK-MONEY 


Ceiug Koni? 
four Kilhie 


Electrification—the march of kilo- 
watts across the land— is an index of 
a nation’s progress—but before the 
current flows, money must flow and 
flexible bank credit plays an 
indispensable part. 


The Chase has been a leader in 
supplying Bank-Money for the march 
of kilowatts. To provide this 
important service, the Chase for 
nearly two decades has maintained a 
special department dealing 
exclusively with the nation’s electric 
and gas companies. 


CHASE UTILITY LOAN PERCENTAGE INDEX 


90 


80 


1939 1940 1941 1942 1943 1944 1945 1945 1947 1948 
AVERAGE 1939 =100 





Chase credit is constantly bringing to more and more 
homes and industries throughout the nation—current 


that flows at the turn of the switch. 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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A FEW OF THE ITEMS 
GENERAL AMERICAN 


MOLDS FOR 
MANY INDUSTRIES: 


Agitators for washing 
machines 

Air Circulators 

Airline Trays 

Brash Holders 

Business Machine 
Housings 

Chairs 

Cheese Containers 

Contact Blocks 

Control Panels 

Cosmetic Cases 

Dinnerware 

Electric Iron Handles 

Escutcheons 

Fan Housings 

Fishing Tackle Boxes 

Freezer Lids 

Lingtrument Panels 

Key Holders 

Luggage Trays 

Machine W heels 

Radio Cabinets 

Refrigerator baffle 
assemblies, breaker 


strips, coil door 











covers, crispers, 
drip pans 


Record Players 
Salt & Pepper Shakers 





Scale Housings 
Silverware Trays 
manufacturers call on General , Television Cabluets 
American to develop and produce So Timing Cece Hewchags 





Many of America’s best-known 





successful plastics parts and prod- Training Seats 
ucts. They depend on General 
American's many years of preci- 
sion production experience. They 
benefit from the use of the most 
modern equipment available—2 
oz. to 48 oz. injection presses and 
100 ton to 2000 ton (71’ x 74’ 


platen areas) compression presses. 





When plastics can be used, eto 


General American can serve you 
from engineering to delivery. 


PLASTIGo 


ki” See General American 


XW See General American 


PLASTICS DIVISION e GENERAL AMERICAN TRANSPORTATION CORPORATION 
135 South LaSalle St. Chicago 90, Illinois 
NEW YORK—10 EAST 49TH ST. ° LOS ANGELES—RICHFIELD BLDG. 
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